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WAR AGAIN -and a letter... 


OWN in the vaults, you’d find the records of 
other war years... 1861...1898...1917.... 
Now, you will find the records of still another war 
being written. War, panic, disaster, epidemic . 
these are old foes, met and vanquished, in the eighty- 
five years Northwestern Mutual has been writing life 
insurance. 


What of the records? Since our incorporation in 
1857 we have paid more than $2,800,000,000 -to 
policyholders and beneficiaries. Assets now exceed 
$1,480,000,000. During the past ten years, for in- 
stance, 26.8% of the gross premiums received have 
been returned to policyholders as dividends. But 
these are figures. 


What of our business? The true measure of satis- 
faction lies, not alone in an auditor's figures, but in 
the simpler language of the human heart . . . such as— 


Dear Northwestern: 

"Tl have wished many times that |l 
might rush to the one who drew my 
husband’s attention to this partic- 
ular kind of insurance and tell him 
what a wonderful blessing it has 
been. It is as though on each seve 
enteenth of the month I had received 


a special and loving message directe 
ly from my husband. 


"The thought that as long as 1 
live and as long as my daughter 
lives after me, we shall have this 
monthly provision for our comfort, 
is a tremendous solace. 


"My husband’s going from this life 
was very sudden and utterly unex- 
pected, but there has never been any 
horror in my mind connected with it-- 
only pride that, expecting to live 
indefinite years, he should still 
have arranged his affairs in such a 
way that, in spite of this unimag- 
ined end of his career, I might go 
on living with my accustomed ease, 
in the manner we had enjoyed to= 
gether and quite as though I might 
expect him home within a few days. 
It has made everything incalculably 
easier. 


"T never miss a chance to mention 
this whenever opportunity offers, 
for insurance of this sort seems the 
most wonderful pledge a wife could 
receive from her husband." 


(Signed: Mrs. ; 
beneficiary) 


The Northwestern Mutual Life Insurance Company 
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WuetHER your prospect is re- 
sponsible for the conduct of a large 
business undertaking or is the head 
of a modest household, he is inter- 
ested in knowing that his insurance is 
giving him the protection that he 
thinks it is, that it is actually meeting 
his present needs. 


But does your prospect know that 
his insurance adequately and com- 
pletely meets his requirements? Few 
people do! The only way for him to 
find out is to have a competent insur- 


Che Etna Plan 


_ the modern method for plan- 
ning a Casualty, Fire and 
Marine Insurance Program. 
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The Atna Life Insurance Company e The Atna Casualty & Surety Company 
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Planned Jusurance Protection 


ance man make an analysis of the | 
existing hazards and check them | 
against present insurance, then pro- | 
vide in writing a detailed report show- 
ing clearly and exactly the status of 
the insurance in force in relation to 
the possibilities for loss. | 


“Etna representatives can provide 
their clients with just such a service. 
Planned protection is made possible 
through the 42tna Plan of Risk Anal- | 
ysis for casualty, fire and marine | 
insurance and the A®tna Estate Con- 
trol Plan for life insurance. 





Estate Control | 


the modern,accurate method | 
for planning a balanced Life 
Insurance Program. 
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Dispose of 
Municipal Bonds 
at Good Profit 


Wealthy Persons Create 
Market—Insurers Switch to 
Federals at Better Yield 


NEW YORK—tThe new revenue act 
has created such a demand for tax-ex- 
empt municipal bonds among wealthy 
individuals that companies holding these 
securities find they can sell them at sub- 
stantial profits and invest the sale price 
in government bonds at higher yields 
than were obtained on the municipals. 
Prudential and New York Life have so 
far accounted for the bulk of these sales. 

One of the leading municipal bond 


houses here estimates that these two 
companies have sold in the neighbor- 
hood of $70,000,000 of state, county and 
municipal bonds in recent months. It 
was said that probably less than $5,- 
000,000 of such securities have been 
sold by other life companies to date. 
However, the figure may increase sub- 
stantially as buyers bid up the prices 
of municipals. 


Got 20-Point Profit 


The most recent large transaction was 
Prudential’s sale of $14,100,000 state of 
New Jersey highway bonds. These car- 
ried a 334 per cent coupon and were 
sold at a 20-point profit over the pur- 
chase price, the latter being a couple 
of points above par. The company held 
the bonds for 10 years. A few davs 
earlier Prudential sold nearly $4,000,000 
bonds of the city of Utica, N. Y. and 
other municipal holdings are reported to 
have been sold privately. 

New York Life’s sales, which have 
been spread over a longer period, are 
believed by Wall street bond men to 
have been due not only to the attractive 
prices offered but to the possibility that 
Congress might take away the tax ex- 
empt feature by law and it would be well 
to dispose of holdings before any definite 
hint of such action knocked down the 
prices of tax-exempts. In this connec- 
tion there has for years been consid- 
erable talk of Congress’s passing a law 
to deny the tax-exempt privilege to 
bonds issued after the law’s effective 
date. A number of municipal bond au- 
thorities, however, are convinced that if 
such a law were put on the books it 
would not be long before it would be 
extended to outstanding issues as well, 
since these would be the really import- 
ant sources of tax revenue. 


Municipals Relatively Scarce 


There has been a scarcity of municipal 
issues as compared with normal times 
and prices held up well even before the 
drastic terms of the 1942 revenue bill 
became generally known. The high 
prices being offered for municipals en- 
able the life companies selling them to 

(CONTINUED ON PAGE 13) 


Central Conference 
of Commissioners 


Organized at Zone 4 
Parley—Many Problems 
Considered 


DES MOINES — Formation of the 
Central Conference of Insurance Com- 
missioners, consisting of 12 middle west- 
ern states, was established at the Zone 
4 meeting of the commissioners held 
here. Commissioner Fischer of Iowa 
was named chairman; Superintendent 
Scheufler of Missouri, vice-chairman; 
and Director Fraizer of Nebraska, sec- 
retary. 

Officers will serve for one year and 
meetings will be held semi-annually. 
Other states to be included are Ohio, 
Kansas, Indiana, Wisconsin, Illinois, 
Minnesota, Michigan, and North and 
South Dakota. 

The conference was formed in view of 
the impending limitations on travel and 
the community of interest of the in- 
cluded states. In no way will the group 
be in contradiction to the interests and 
aims of the national association, it was 
stated. 





Many Problems Considered 


Chairman Johnson of Minnesota pre- 
sided over the zone meeting which de- 
voted its discussions to many of the 
problems arising from the war. 

A general discussion was held on the 
establishment of a uniform practice for 
all examiners representing the zone with 
particular reference to working on Sat- 
urdays and holidays. It was agreed that 
the working hours of the examiners be 
determined and set by the commis- 
sioner of the domiciliary state and such 
decisions administered by the examiner 
in charge. 


Woman Examiners Considered 


Along this same discussion the ques- 
tion of using women examiners because 
of a shortage of competent men exam- 
iners was brought up and Superintend- 
ent Scheufler pointed out he was em- 
ploying two women examiners at present 
for work within his own state. Employ- 
ing less experienced examiners, both 
women and young men, to be used for 
the less technical phases of the exami- 
nation work, particularly scheduling and 
checking, was one suggestion considered. 

One idea introduced along this sub- 
ject was the borrowing of the services 
of examiners with particular qualifica- 
tions when needed by other states. 

No action was taken on the Guertin 
report with decision in this matter to 
be reconsidered at the national conven- 
tion in December. 


Unauthorized Company Plan 


On discussing the question of unau- 
thorized insurance companies, it was 
pointed out that one method to combat 
selling methods would be to make rul- 
ings on policy forms that would prevent 
the companies from selling by radio and 
mail advertising. 

It was also agreed that the question 
of stopping companies from expanding 
into new territories for the duration of 
the war be brought before the executive 


New President of 
Berkshire Elected 


H. L. Amber, Vice-presi- 
dent, Is Chosen Successor 
to the Late F. H. Rhodes 


Harrison L. Amber, vice-president of 
Berkshire Life, was elected president 
Monday to succeed the late Frederick 
H. Rhodes. It was a foregone conclu- 
sion that he would be called to the va- 
cant chair. Mr. Rhodes had not been in 
good health for some time and Mr. Am- 








HARRISON L. AMBER 


ber was the second man in command. 

He was in charge of agency work and 
production and yet following the de- 
pression Mr. Rhodes called him more 
closely to his side to assist in general 
administrative work. He was given the 
assignment of looking into the financial 
situation of the company and it was 
through his work and influence that the 
portfolio of Berkshire was greatly im- 
proved. In fact, Mr. Amber became 
known as a general administrative off- 
cer, of course working with President 
Rhodes. He has been in close touch 
with the field men, even though his work 
had been of a varied nature. 

He is a native of Iowa, having been 
born in that state April 20, 1899. He 
graduated from Des Moines University 
with the B.S. degree. Then he became 
a school teacher. He entered life insur- 
ance work early, taking up the rate book 
for the Berkshire and soon proved a suc- 
cess as a producer. He became district 
manager and then general agent, being 
located in Iowa City, Davenport and 
then Buffalo before going to Pittsfield. 
He is a director of the City Savings 
Bank of Pittsfield and the Pittsfield 
chamber of commerce. 








committee of the National association 
and any definite action by the zone was 
deferred pending the recommendations 
of that committee. 

Another motion passed by the group 
requested that states represented at the 
meeting conform to the resolution of the 

(CONTINUED ON PAGE 13) 


Bankers of lowa 
Offers Permanent 
Forms Under Group 


Pioneering Step Taken— 
Give Cover for Whole 
Lifetime of Employe 


Bankers Life of Iowa, which entered 
the group field comparatively recently, 
has now taken the pioneering step of 
providing permanent forms of insurance 
under group contracts. Such a develop- 
ment in the group field has been antici- 
pated for some time, although a great 
many leaders in the business insist that 
the system of annual renewable term 
insurance is the ideal arrangement. 
The International Harvester group 
case which was underwritten by Aetna 
Life contained a provision for perma- 
nent forms of insurance and _ that 
elicited a great deal of interest in the 
group field. However, it was re- 
garded as an unusual case because part 
of the Aetna Life program was rein- 
surance of an employes fund under 
which permanent insurance plans had 
been provided. 

D. N. Warters, vice-president and 
actuary of Bankers Life, in a message 
to agency managers, states that the new 
policies will answer the demand for a 
form of group insurance combining the 
economies and _ flexibility obtainable 
only under a: group contract with the 
advantages of individual policies written 
under a pension trust. They do not, he 
said, have many of the disadvantages 
existing in plans now being sold to take 
care of life insurance and_ pension 
needs of employes of well established 
businesses. 


Various Plans Offered 


The new series of group permanent 
policies are offered on the following 
plans: Whole life level premium, 
whole life fully paid up at age 65, en- 
dowment at age 65, income to insured 
employe at age 65 and also at age 60. 
and retirement annuity (for special 
circumstances only). 


_ These policies are based on the 
American Men table with 2% percent 
interest. The premiums are slightly 


lower than those charged for individual 
policies, thus reflecting the savings in 
acquisition and renewal expenses. 

The new plan will be sold only in the 
group department, using group under- 
writing rules and requirements. Bank- 
ers Life will not consider any group 
of less than 50 lives or where less than 
$250,000 face amount of insurance is in- 
volved. The employer is required to 
pay at least 25 percent of the cost and 


‘if employes contribute, at least 75 per- 


cent of those eligible must apply before 
the insurance can be made effective. 
The contracts are offered on either a 
contributory or non-contributory basis, 
with vesting privileges to meet the em- 
ployer’s wishes. 

(CONTINUED ON PAGE 12) 
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New Family Group 
Policy Rules for 
Illinois Adopted 


Insurance Director Jones 
Takes Steps to Eliminate 
Misrepresentations 


SPRINGFIELD, ILL.— Insurance 
Director Jones has cracked down on 
companies writing family group life in- 
surance, setting forth stringent rules 
and regulations which these companies 
are to be required to follow. 

All approvals heretofore given to any 
family group policy forms, certificates, 
riders, endorsements and application 
blanks not conforming to the provisions 
of the insurance code and to the new 
rules, are summarily withdrawn and dis- 
approved for further use after Dec. 31. 


Considers Insuring Public 


The new rules promulgated by Mr. 
Jones after several weeks of intense 
study and review and investigation of 
hundreds of cases, give especial consid- 
eration to the effect of sale of family 
group life insurance policies on the in- 
suring public, the advertising and solici- 
tation methods employed by these com- 
panies, practices of companies in 
settlement of claims arising from family 
group life policies, and terminology of 
policies. 

Paramount in Director Jones’ order 
is that each person included as an as- 
sured member of a family group must 
execute an individual application. Also, 
ambiguous and misleading clauses must 
be clarified. Exceptions and benefits for 
which each person in the family group 
is to be covered must also be set forth 
in clear type on the first page of the 
policy. 

Must Enumerate Death Exclusions 


If death caused by any disease is to 
be excluded within the contestable pe- 
riod, each such cause cannot be named 
by general class, but be named specifi- 
cally and individually by its accepted 
medical designation, All such exclu- 
sion clauses must appear in the insuring 
clause on the first page of the policy in 
type having the same prominence as 
that used in the remainder of the policy. 

The exact amount of insurance on the 
life of each individual member of thee 
family group must be clearly stated on 
the first page of the policy in figures 
appearing opposite, or below, the name 
of each insured member of the family 
group, together with the amount of pre- 
mium charged for the insurance on each 
individual within the group. 


Eliminate Confusing Calculations 


No policy form can require the use of 
any process of division or confusing 
method of calculation in order to deter- 
mine the amount of insurance in force 
on an insured member. 

No policy form can contain any ref- 
erence to an amount of insurance greater 
than that to be actually paid on account 
of the death of any one person in the 
group. 

Each person included as an insured 
member of a family group must execute 
an individual application, duly witnessed, 
in which the amount of insurance on 
the insured member is specified and the 
beneficiary named—except that a parent 
or legal guardian may execute an appli- 
cation on behalf of a child under the 
age of 15 years. 

Frank R. Young, who was formerly 
special deputy of Illinois department 
under Ernest Palmer, and is now an at- 
torney at Springfield, Ill., attempted to 
get the companies together writing the 


New N. C. Commissioner 
Has Fine Experience 





William P. Hodges, who succeeded the 
late Dan C. Boney as North Carolina 
insurance commis- 
sioner, is a native 
of the state, having 
been born at Wil- 
liamston, Oct. 19, 
1906. He isa gradu- 
ate of Wake For- 
est College. He was 
admitted to the 
North Carolina bar 
in 1927. He prac- 
ticed law from 1929 
to 1938 at Raleigh 
and until 1934 was 
in association with 
Genl. Albert L. 
Cox, now at Wash- 
ington, D. C. He-was appointed deputy 
insurance commissioner in July, 1936, 
and served until Sept. 10, this year, when 
he was appointed commissioner to fill 
Mr. Boney’s unexpired term. 





W. P. Hodges 








family group policy and to reach some 
agreement as to a form and advertising 
material that would be unobjectionable. 
Seemingly this movement was unsuc- 
cessful. At a conference with the offi- 
cials of these companies State Director 
Jones plainly told them that it would be 
necessary for them to act or he would 
act. Unless he acted he predicted that 
the Post Office Department would soon 
take a hand. 


G. S. McCarter Honored 


Griffith, general agent, 
American National, Gavleston, on be- 
half of the committee for ‘McCarter 
Month” and the field force presented to 
G. S. McCarter, superintendent of agen- 
cies, more than 1,600 applications. The 
October production was dedicated to 
and in honor of him. The production 
received in October was the largest of 
any month this year. 





Byron S&S. 


300,000 Insurance 
Workers to Be 
Needed in War Jobs 


Harry Hopkins Makes 
Breath Taking Statements 
in Magazine Article 


NEW YORK—Civilian mobilization 
for total war will mean the transfer 
of 300,000 employes from all branches 
of the insurance business into activities 
directly connected with production of 
war goods, according to a breath-tak- 
ing article in the current “American” 
magazine written by Harry Hopkins, 
confidential adviser to President Roose- 
velt. Mr. Hopkins draws a _ graphic 
picture of the drastic realignment of 
civilian activities that he contends is 
essential to the war effort. 

If the $10,000 a year executive who is 
pulled out of his present position and 
put to work in a war plant where he 
earns Only $3,000 a year complains that 
the reduced salary will not even permit 
him to pay his life insurance premiums 
it will be unfortunate but it can’t be 
helped, according to Mr. Hopkins. 





Honor Lincoln National Leaders 


Mrs. Z. Z. Brown, completing 20 years 
as one of the leading producers of Lin- 
coln National Life, and J. L. Mueller, 
president of its top sales club, were hon- 
ored at a luncheon attended by all Fort 
Wayne agents. President A. J. McAnd- 
less discussed “The Wartime Impor- 
tance of Life Insurance.’ War bonds 
were presented to both Mrs. Brown and 
Mr. Mueller by V. J. Harrold, general 
agent: Supervisor H. T. Cooke reviewed 
the sales record of Mr. Mueller, who has 
been in the top sales group every year, 
and Mr. Mueller told of the early sales 
efforts of Mrs. Brown. 





Two Honored for 30 Years Service 








J. E. GARLAND W. M. ROTHAERMEL 


Celebrating the 30th anniversary of 
the founding of the Virginia-North 
Carolina state agency of Pacific Mutual 
Life at Farmville, Va., 30 agents and 
their families gathered at a dinner in 
honor of J. E. Garland, co-founder, The 
agents and office force were guests of 
Mr. Garland at his home for lunch the 
next day. O. H. Whitten, assistant 
manager, presided at the banquet. He 
has been connected with the state office 
in Farmville for 23 years. Among the 
speakers were L. M. Wells of Rich- 
mond, John F. Paris of Charlottesville, 
Va.; W. W. Averett, Jr., of Lynchburg, 
Dr. J. D. Eggleston, president emeritus 
of Hampden-Sydney College, told of the 
value of life insurance to a community. 

On Nov. 1, 1912, Mr. Garland and 
the late E. S. Martin of Farmville es- 
tablished the state office. Up to that 
time they had conducted a general in- 
surance agency there. The agency is 


WATTS 


JOHN L. 


$200,000 ahead this year in new business. 

W. M. Rothaermel, vice-president, ex- 
tended official congratulations to Mr. 
Garland and also to John L. Watts, gen- 
eral agent in Chicago, who was likewise 
celebrating the completion of 30 years 
with Pacific Mutual. Mr. Watts was 
tendered a luncheon at which members 
of his own agency were present, as well 
as general agents from St. Louis and 
Kansas City. 

For 90 days prior, members of the 
Watts agency staged a production drive 
in which a substantial amount of busi- 
ness was produced. A reception and 
cocktail party was held and numerous 
testimonials and gifts were presented to 
him. A dinner-dance followed. 

About 50 agents, their wives, and 
friends, General Agents R. E. Watts 
from Kansas City and Rex Rafferty 
from St. Louis, with several members 
of their agency forces attended. 


Effect of Budget 
on Canadian Sales 
Called Overrated 


Tax Feature Not Main 
Reason for Production 
Increases 


TORONTO—Reports reaching Can- 
ada are that with life insurance sales 
showing a decline in the United States 
uncommon interest is being shown in 
the upward trend being maintained in 
Canada. Some executives here state 
that there is an erroneous impression, 
both here and in the United States, as 
to the reason for Canada’s upward sales 
slant. In the main, Canada’s last bud- 
get seems to be given as the reason for 
the local movement. 

In order to present the picture in its 
proper perspective, the publication of 
the Life Underwriters Association dis- 
cusses the question. It sees compara- 
tively little relationship between the 
wide expansion in the life business and 
the 1942 federal budget. It points out 
that allowance for life insurance pre- 
miums in collecting the forced savings 
portion of. the new income taxes has 
been credited in some. quarters with 
playing an important role in the in- 
creasing volume of Canadian sales. Con- 
tinuing, it states: 

“During 1942 to date, sales of life in- 
surance are substantially ahead of the 
1941 record, and there is certainly no 
evidence to suggest that the trend will 
not continue upward. 


Budget Effect Overrated 


“The writer is of the opinion that in 
the minds of many, the relationship be- 
tween the present upward trend of life 
insurance sales and the provisions in 
the 1942 budget are grossly over-rated 
and it might seem timely for under- 
writers generally to analyze the reasons 
for the present trend, so that they in 
turn may correct any wrong impression 
which may exist in the public mind. 

“During the war of 1914 and 1918, 
and following a brief recession in life 
insurance sales at the commencement 
of the war, sales of life insurance in- 
creased by leaps and bounds until at 
the end of the war and for the years 
immediately following, sales of life in- 
surance reached unprecedented figures, 
shattering all previous records. We are 
undoubtedly seeing the same trend dur- 
ing this war, largely for the same fun- 
damental reasons which pertained dur- 
ing the 1914-18 period. 

“Wartime invariably sees unprece- 
dented industrial expansion with em- 
ployment figures reaching new peaks. 
Today, as during the last war, the num- 
ber of marriages and births are con- 
stantly touching new highs and creat- 
ing new records. These factors consti- 
tute fundamental reasons for a propor- 
tionate increase in life insurance sales. 

“It is significant that each of the 
first six months of this year showed an 
increase in life insurance sales over the 
corresponding period last year. Dur- 
ing this period there was no suggestion 
whatsoever that there would be any 
special consideration given premium on 
new life insurance in the current 
budget. 


Sales in Small Units 


“Life insurance sales today consist in~ 


very large measure of the sale of a very 
large volume of comparatively small 
policies for $1,000, $2,000 and $5,000, 
the one’s and two’s very largely pre- 
dominating. Inquiries made in a num- 
ber of branch offices in several centers 
disclose the very definite fact that in 
(CONTINUED ON PAGE 13) 
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Lincoln National 
Founder and Head 
for Many Years Dies 


Arthur F. Hall Organized 
and Developed a Great 
Midwestern Institution 


Arthur F. Hall of Ft. Wayne, Ind., 
founder and chairman of the board of 
the Lincoln National Life of that city, 
who died Monday, was a remarkable 
personality in many respects and was 
the prime mover in building an organi- 





ARTHUR F. HALL 


zation and an institution of magnitude 
in the central west. He was 70 years 
of age, May 11. He organized the 
company in 1905 following the Arm- 
strong investigation in New York. At 
that time there were a number of new 
life companies springing up in the cen- 
tral west and south as a result of this 
New York investigation. Mr. Hall 
possessed something of the promoter 
instinct in his mentality. It took some- 
thing more than a conservative, well 
balanced business man to bring a new 
life company into existence and see to 
it that it spread its wings. He must 
possess a certain amount of daring and 
have the pioneer spirit. Back of his 
processes, however, must be judgment 
that is sound. The companies that 
were organized in this particular era 
and that have grown into great stature 
had as their guiding star men of Mr. 
Hall’s type. They did not hesitate to 
initiate changes and depart from the 
beaten paths where the new courses 
seemed to have promise. 


Organization Builder 


In his administrative work Mr. 
Hall's first thought was to build an 
Crganization of upstanding men. He 
read a paper a few years ago at the 
annual meeting of the American Life 
Convention describing the policy he es- 
tablished in this connection. He sought 
men of ability, who were resourceful, 
had their feet on the ground and yet 
had plenty of punch and ambition. He 
gave them much responsibility. He 
never had the slightest feeling of jeal- 
ousy if anyone in his organization came 
te the front. He was never afraid of 
his own position. The more his asso- 
ciates did, the more credit that was 
given to them for their achievements, 
the more satisfied he was. He gloried 
in their march forward. While he was 
(CONTINUED ON PAGE 10) 


Three Policyholders 
in Panel Praise 
Life Agents 


The modern life insurance agent 
knows his business. Life insurance to- 
day is bought primarily from the agent 
rather than the company. Policyhold- 
ers are not worrying about the effect 
of inflation on their life policies. 

These were some conclusions brought 
out at the November meeting of the 
Keystone Group of the Life Insurance 
Advertisers Association held in Phila- 
delphia. A panel of real policyholders 
was on the receiving end of members’ 
questions about the selling and adver- 
tising of modern life insurance. 

A business man, a professional man, 
and a business woman consented to tell 
how they bought and what they thought 
of life insurance and the men who sell 
it. They conceded the agent who makes 
the contact plays a large part in de- 
termining when and in what company 
the protection is purchased, although 
they indicated they would be much more 
likely to buy if the agent represented 
a company which was well known. 


Advertising Builds Prestige 


Generally speaking, advertising played 


little part in influencing the actual pur-. 


chases, although it operated to build 
company reputation over a period of 
time. 

The policyholders were unanimously 
complimentary when asked their frank 
opinion of the life agent. They com- 
mented the interview was a very pleas- 
ant experience, the agent knew the an- 
swers to questions and knew his busi- 
ness thoroughly. The layman can't 
possibly understand life insurance and 
must put great faith in the agent, they 
said, and the agents in their experience 
had justified that faith completely. 

The policyholders were asked why 


Archie Hurst Keeps Clipping 


Along in Abnormal Times 





That war effort in no wise need re- 


duce personal or agency effectiveness in 
the life insurance 
field has been dem- 
onstrated by 
Archie V. Hurst of 
Eau Claire, Wis., 
who heads the Na- 
tional Guardian 
Life agency in that 
city. 

He has been a 
member of his 
county draft board 
since enactment of 
the selective serv- 
ice act. He and 
his agency have 
sold their share of 
war bonds and 
stamps. 

At the end of 10 months the agency’s 
new business is 6 percent more than for 
all of 1941, and Mr. Hurst’s personal 
production is clicking along as usual. 
He started his insurance career in 1914 
with the company he now represents 
and is dean of life insurance men in his 
home city. 





A. V. Hurst 








they owned life insurance, and gave 
these three reasons: To clear up debts, 
to protect the family, to provide retire- 
ment income. 

When the subject of inflation was 
brought up, the policyholders said they 
had hardly thought of it in connection 
with life insurance. They were little 
concerned about inflation except as it 
might apply generally to any dollar in- 
vestment. 

“Haven't thought of it because I be- 
lieve the widespread acceptance of life 
insurance is protection against serious 
depreciation,” one policyholder said. “I 
have such confidence in life insurance 

(CONTINUED ON PAGE 13) 








implement the 


the mortgage on the home. 





a trip to the Yellowstone. 


ness. 


| 

| WM. H. KINGSLEY 

| Chairman of the Board 
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LABEL THE BOND 


When we invest in another War Bond, we know what Uncle 
Sam will do with the money borrowed. He will use it to help 
war to save us our freedom. 


But since that money is to be returned to us, with interest, 
after the war, perhaps we can get a little more into the swing 
of it if we make a few plans of our own for those War Bonds 
| we buy. One way is to do what the life insurance business has 

taught us in a fundamental lesson for passing on to the insur- 
ing “public—w hen buying a policy label it. 
that particular policy is intended to do—provide future money 
for which definite and specific purpose. 

Therefore, instead of simply filing away a newly bought 
War Bond, we can mark down the exact intention for its use. 
We ean remove its anonymity. 

This War Bond is to be used, when it comes due, to reduce 
This one is to help defray the 
future college expenses of Junior. 
up a home for Sis when she marries. 


| By doing this labelling we can make our future progress 
| more definite, and be encouraged to buy more War Bonds. 
Let’s not buy money for future delivery. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Mark down what 


This one is to help set 
This one is to pay for 


Let’s buy useful- 


JOHN A. STEVENSON 
President 

















Elections Portend 
Changes in State 
Departments 


Interest Centers in 
New York Situation 
and on Pink 


Insurance people are continuing to 
study the results of the elections Nov. 3 
to apprehend what the effect may be on 
the insurance commissioners in various 
states. The principal interest centers in 
New York and on Superintendent Pink, 
who was appointed by Democratic Gov- 
ernor Lehman. 

Mr. Pink is a forward looking and 
level headed administrator who has ex- 
erted a very wholesome influence on the 
business. There will be an effort made 
undoubtedly to induce Governor Dewey 
to retain Mr. Pink in office. 

In addition to Mr. Pink, Deputy Su- 
perintendents Edward McLoughlin, Don 
Whelehan and John Traynor are Demo 
crats and are not under civil service and 
the same applies to Leonard Gardiner, 
general counsel. Mr. Traynor just this 
week left the department. T. J. Cullen, 
deputy in charge of the Albany office, 
who is chief examiner, is under civil 
service. 

Stoddard Last Republican 


Col. F. R. Stoddard was-the last Re- 
publican superintendent in New York. 
He retired in July, 1934, to give place 
to J. A. Beha, when the Democrats re- 
turned Al Smith as governor. Under a 
rearrangement of the law, the term of 
office of the superintendent, which pre- 
viously was for three years, was made 
coextensive with that of the governor, 
which was extended from the previous 
two years to four years. Upon his re- 
tirement from office Mr. Stoddard en- 
gaged in law practice in New York, and 
since 1927 has been New York City 
arbitrator under the acquisition cost con- 
ference rules for both casualty and 
surety. 

Mr. Beha, after holding office for four 
years was succeeded by Albert C. Con- 
way, who resigned before completing his 
term to accept a state judgeship. Mr. 
Beha was general manager of the As- 
sociation of Casualty & Surety Execu- 
tives for several years, and is now prac- 
ticing law. George S. Van Schaick, 
now vice-president of New York Life, 
came into office following the death of 
T. F. Behan, who served but a short 
time, and he was in the post from 1931 
to 1935, when he was succeeded by Mr. 
Pink. 

In Connecticut there has developed a 
tradition of nonpartisanship in the ap- 
pointment of the insurance commis- 
sioner. H. P. Dunham, now vice-presi- 
dent of American Surety, was appointed 
by a Republican and also served under 
a Democratic administration and John 
C. Blackall. appointed by a Democrat, 
also served under Governor Baldwin, a 
Republican. who is now being returned 
to office after an interregnum. 

In several states the insurance com- 
missioner is elected. William J. Swain 
reelected insurance commissioner 


was 
of Delaware: Henrv C. Schmidt, insur- 
ance commissioner of Nevada. Oscar E. 


Erickson. commissioner of North Da- 
kota. and Homer Parker was reelected 
camntroller general of Georgia and ex- 


officio insurance commissioner. 


IOWA SITUATION 

DES MOINFES—R. R. Hickenlooner 
of Cedar Ranids, an attorney who has 
served as leoal counsel for several in- 
companies and an officer of 


Mid-America Casualty of Cedar Rapids 


enrance 
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at one time, was elected governor of 
Iowa. The insurance commissioner is 
appointed by the governor and Commis- 
sioner Charles R. Fischer, will com- 
plete his first four-year term June 30, 
1943. 

Hickenlooper is a Republican and 
rather closely allied with the present 
governor, George A. Wilson. So far 
Hickenlooper has not indicated whether 
he will make a change in the depart- 
ment or reappoint Fischer. No action is 
expected until after next January when 
the legislature convenes and the ap- 
pointment is sent up for approval. 


FRAIZER BELIEVED SECURE 


LINCOLN, NEB.—Governor Gris- 
wold was reelected by a majority of 
nearly 200,000. This is taken in insur- 
ance circles to mean that C. C. Fraizer 
of Aurora, who has been in charge for 
nearly two years, will continue as head 
of the insurance department. 


IDAHO RESULTS UNCERTAIN 


BOISE, IDA —Until the official 
count is made about Nov. 23, the guber- 
natorial results in Idaho will be in 
doubt. On the basis of unofficial re- 
ports, Chase Clark, the present gov- 
ernor, had a majority of 29 votes last 
Saturday over ex-Governor C. A. Bot- 
tolphsen, Republican. If Clark is 
elected, probably the present insurance 
director, Joel Jenifer, will be reap- 
pointed. If Bottolphsen is elected, he 
may appoint Fred Walrath of Orofino, 
who served as insurance director from 
1938 to 1940. 


CLOSE RACE IN NORTH DAKOTA 


FARGO, N. D.—Candidates for insur- 
ance commissioner in North Dakota 
were Oscar Erickson, running for re- 
election on the non-partisan ticket in the 
Republican column, and John N. Hagan 
on the coalition ticket in the Democratic 
column. Mr. Hagan ran well ahead of 
Mr. Erickson the first dav with the east- 
ern precincts in North Dakota report- 
ing, and he held this lead until Thurs- 
dav, when Mr. Erickson overtook him 
and the final count save Mr. Erickson 
the victory by a small margin. 


SEE NO CHANGE IN S. D. 


STOUX FALLS. S. D.—The election 
ir South Dakota will probably cause no 
change in the insurance department. The 
Republican administration will be con- 
tinued and Geo. Burt, nresent commis- 
sioner, is well seated. The life and fire 
men are getting in their requests that 
Mr. Burt be retained. 


SWAIN KEEPS OFFICE 

WILMINGTON, DEL.—The insur- 
ance commissioner of Delaware is 
elected for a term of four years. Wil- 
liam J. Swain, a Republican, was re- 
elected, defating his Democratic oppo- 
nent, William W. Conwell. 
CAMINETTYS FATE IN DOUBT 

SAN FRANCISCO—Insurance peo- 
ple throughout California are well satis- 
fied with the election of Earl Warren as 
governor. Both in the primaries and at 
the general election insurance leaders 
served as co-chairmen and members of 
the Warren-for governor, business and 
insurance committee. Francis V. Kees- 
ling, president of West Coast Life, 
served as co-chairman in northern Cali- 
fornia with C. C. Young, former gov- 
ernor of the state, now an agent at 
Berkeley. Co-vice-chairmen in northern 
California were: H. Kenneth Cassidy, 
Pacific Mutual Life, president California 
Association of Life Underwriters, and 
H. H. Hendren, president California As- 
sociation of Insurance Agents. In 
southern California Kellog VanWinkle, 
Equitable Society, legislative chairman 
of the California Association of Life Un- 
derwriters, and Harry L. Perk, Jr., na- 
tional director of the California Asso- 
ciation of Insurance Agents, were co- 
chairmen, with Harold I. Callis and 
Don B. Goldsmith, past presidents of 


the California Association of Insurance 
Agents, as co-vice-chairmen. 

Other prominent life men on the com- 
mittee were: Harold Saul, John Han- 
cock, immediate past president Califor- 
nia Association of Life Underwriters; 
Roy Ray Roberts, State Mutual, national 
trustee, and Alfred C. Duckett, president 
of Los Angeles Life Underwriters Asso- 
ciation. 

What the election of Mr. Warren will 
mean to Commissioner Caminetti’s posi- 
tion remains to be seen. Appointed by 
the defeated candidate, Governor Olson, 
Mr. Caminetti’s four year term will ex- 
pire next June. Warren ran on a non- 
partisan platform and one of his first 
public utterances, following election, was 
that his cabinet would be formed on the 
same non-partisan basis with emphasis 
on qualification and ability rather than 
politics. 


SEE McCORMACK REAPPOINTMENT 


NASHVILLE—Reelection of Pren- 
tice Cooper for a third term as governor 
is expected to mean continuance in of- 
fice of Commissioner McCormack for 
another two years beginning Jan. 1. 





HOBBS STARTS 8TH TERM 
TOPEKA—Charles F. Hobbs, Kan- 


sas commissioner of insurance, was re- 
elected last week for his eighth term 
in the Republican landslide. Mr. Hobbs 
won by over 100,000 votes. He re- 
cently celebrated completion of 25 years 
with the Kansas department, having 
been actuary before his election as com- 
missioner. Previously he was a local 
agent at Baldwin, Kan. 


HILDEBRAND MENTIONED IN MICH. 


LANSING, MICH.—Defeat of Gov- 
ernor Van Wagoner, Democrat, by 
Harry F. Kelly, Republican secretary of 
state, assured another change in the 
cffice of insurance commissioner, held 
curing the Van Wagoner regime by 
Eugene P. Berry. The governor-elect, a 
Detroit lawyer who has served two 
terms in his present office, has let no 
hints drop as to his probable appoint- 
ment and so far there has been an ex- 
ceptional dearth of names of potential 
choices. 

The war has notably changed the pic- 
ture from the standpoint of reducing 
availability of capable men willing to 
accept political posts and some observ- 
ers have voiced opinion that the new 
governor may have difficulty in filling the 
commissioner’s office. One early sug- 
gestion that Waldo O. Hildebrand, sec- 
retary-manager of the Michigan Asso- 
ciation of Insurance Agents, might be 
chosen aroused considerable speculation 
as to its origin inasmuch as it is known 
that Kelly has not discussed the ap- 
pointment since his election and Mr. 
Hildebrand has no wish to enter the 
political field, particularly in view of 
the state’s 10-year record of turning 
over its administration each two years. 
Commissioner Berry’s Republican prede- 
cessor was Col. John G. Emery of 
Grand Rapids but it is considered un- 
likely that he would get a call to return 
to the office and it is not at all certain 
that he would accept the job if prof- 
fered. Emery, since leaving the com- 
missionership, has engaged in some 
warm controversies of a factional nature 
within the party and it is known that 
the new governor is seeking to harmon- 
ize all Republican elements. 

Personnel of the department, except 
for the commissioner and probably his 
deputy, Frank Cordero, is unlikely to be 
greatly affected inasmuch as nearly all 
employes are protected by civil service. 
Cordero was named deputy in place of 
Horace B. Corell, who had_ served 
through many administrations. 

The second deputy, Jay C. Ketchum, 
has been on leave for many months as- 
sisting the Michigan Medical Service in 
establishing itself on a sound footing. 


SITUATION IN WISCONSIN 


MILWAUKEE—Election of Orland 
S. Loomis, Progressive, as governor of 
Wisconsin to succeed Julius P. Heil, 

(CONTINUED ON PAGE 15) 











Remember “The Copperhead” 


He was the man who posed as a traitor, lived in 
loneliness and died virtually without a friend—all 
that he might better serve his country and his com- 
patriots. 


All acts of heroism are not performed to the ac- 
companiment of martial music and the huzzahs of 
frenzied crowds. Men and women of whom you 
will never hear will contribute nobly to the win- 
ning of this war and many of them will never wear 
a uniform. Their only reward—‘“one self-approv- 


ing hour.” 


The maintenance of morale at home is of vital im- 
portance and those who help to do it, however 
humble their part, are doing a task of which to be 
proud. 








Home Office, NEWARK, N. J. 
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New York City Has 
Helpful Clinic on 
Selling Today 


Manager Holcombe 
and Assistants of Research 
Bureau Officiate 





NEW Y A sales clinic spons- 
ored by the New York City Life Un- 
derwriters Association on the topic of 
selling today’s life insurance buyer and 
presented by the Life Insurance Sales 
Research Bureau drew an attendance of 
over 600. The clinic was conducted by 
J. M. Holcombe, Jr., manager; B. N. 
Woodson, assistant manager, and Ward 
Phelps. 

Pointing out that agents are selling 
only three-fourths as much new business 
as last year, Mr. Holcombe asked why 
the volume was not as much or more 
since the life insurance market is pretty 
much just as it was before. The prob- 
lem boils down to the technique, skill, 
knowledge and attitude of the agent 
toward his work. 


Faith Not Burning Brightly 


Paraphrasing Lord Halifax, the Brit- 
ish ambassador, Mr. Holcombe said that 
the “flame of our faith is not burning 
as fiercely as it should and as it must.” 
Fear, according to Mr. Holcombe, is 
one of the major problems the agent 
has today. Many people working on 
the streets have lost their courage. 
Every time an individual masters a fear, 
he meets it better the next time. 

He took up some of the fears com- 
monly found among agents. The agent 
is afraid when the home office asks for 
more information on a case. He is 
afraid to call on the big executives. 

Gas rationing is a godsend to many 
life insurance men. The situation is 
not as bad as it was in 1933 when the 
agent had lots of gas but no one had 
any money. 

The agent is eating his vitals out be- 
cause he says all his prospects have gone 
to war. They are all buying war bonds 
and stamps and haven’t any money left. 
They don’t have any money left after 
paying taxes. The agent can’t get at 
the new aristocracy, the men who are 
making $50 a week when they used to 
make $11. 


Dispels Agents’ Fears 


Fear is nothing but carbon in the 
valves, Mr. Holcombe declared. Many 
prospects have the money, are ready and 
able to do business and there are a num- 
ber of agents in New York who are sell- 
ing more business than they did last 
year. Agents are making fewer calls 
and not putting into them the vigor and 
confidence of a few months ago. Con- 
ditions are constantly changing, but 
change is the thing that makes life in- 
surance necessary. He showed how the 
business had overcome useless fears en- 
gendered by the Armstrong investiga- 
tion, world war war risk insurance, sav- 
ings bank life insurance and the TNEC 
investigation. 

It is necessary for the agent to change 
his technique, to call on different types 
of prospects, make telephone calls, and 
cultivate his territory extensively. In 
an agency where the men agreed to 
work within one mile of their homes 
for a month, amazing results were se- 
cured. 

There are 25 per cent fewer agents 
in Canada, yet they are selling 25 per- 
cent more business, this being true as 
well in April, May, and June before the 
new Canadian tax law went into effect. 
Mr. Holcombe attributed this fact to 


the change in mental attitude of the 
Canadian agent. 

The agent’s job is humdrum only 
when he makes it so. Selling life in- 
surance is either creative work or real 
drudgery, depending on the agent’s at- 

titude toward the business. Mr. Hol- 
provid said that an agent he knew had 
been asked to attend a dinner given to 
members of a college graduating class 
and their fathers by a young man who 
was enabled to complete his education 
through a life insurance policy after his 
father died. The young man introduced 
the agent as the man who was responsi- 
ble for his being able to complete his 


education. Mr. Holcombe asked what 
was humdrum about a job which en- 
abled a man to render such a service. 

Mr. Holcombe told a general agent 
who was complaining about business to 
make a list of the favorable things that 
existed for him. The doctor said his 
bills were better paid, the grocer said 
his business was in good shape, the mov- 
ing man was doing an excellent busi- 
ness. 

The test of democracy is whether 
self-discipline can stand up against en- 
forced discipline. Work habits are the 
essence of what the country needs. The 
American people are abandoning lux- 


ury and ease and are leading a Spartan 
life. Each agent will be more effective 
when he puts on the necessary self-dis- 
cipline. Life insurance service to the 
public is the foundation of a healthy at- 
titude, he declared. Mr. Holcombe cited 
Grant Taggart, president National Asso- 
ciation of Life Underwriters, as an ex- 
ample of the type of man whom it would 
be well to emulate. He urged that 
wastage be cut out in the selling 
process. Despite the constant demands 
on his time and the attendant enforced 
absence from home, Mr. Taggart sold 
eight policies in nine days for $51,000. 

“Seeing enough people of the right 








EXTENDS ITS NON-MEDICAL PROGRAM 


TO HELP ITS FIELD FORCE 
Meet Today’s Conditions 








THE SCARCITY of doctors and 


the need to save tires and gasoline have 
brought about a liberalization of this 
Company’s non-medical program. Non- 
medical business, however, remains a 
privilege granted only to our full time 
Field Underwriters who possess the de- 
gree of care and discretion required to 


solicit this type of business. 


local conditions. 


e Here are some of the new Mutual Life rules for the 
submission of applications without medical examination: 


TERRITORY—Non-medical insurance is available when 
neither the applicant’s residence nor business is in a 
town of over 25,000. There are exceptions to meet 


a 


AGE—Insurance ages 6 to 40 inclusive are accepted. 


AMOUNT—Maximum amount on the non-medical plan, 
including any amount previously issued on this plan, 


is $5,000; on married women, $2,500. 


In the absence of a medical examina- 


tion, the Field Underwriter is asked to 
make certain that all factors, including 
health, habits, character, environment 
and mode of living, are favorable. This 
added responsibility for careful selec- 
tion of risks in the field helps our rep- 
resentatives to become “underwriters” 


in fact, as well as in name. 


WE F E E L that this 


extended non-medical 
program is another step 
in enlarging Mutual 
Life service to the insur- 
ing public, and that it 
makes a timely contribu- 
tion toward the solution 
of some of the problems 
which the war has cre- 





ated for our Field Force. 





1845 





PLAN OF INSURANCE—Non-medical insurance is issued 
on all plans except Preferred Risk Modified Life, Term 
and Double Protection. 


SUBSTANDARD OCCUPATIONS—Non-medical insurance is 





considered in the cases of persons in hazardous occu- 
pations provided the occupation does not call for an 
extra premium in excess of $3.50 per $1,000. 


e The Company reserves the right to call for a medical 


examination where circumstances indicate its desirability. 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


“Jes tn Ymerica 


MS’ 34 NASSAU STREET « 


( G Wis 1843- First Policy Issued - - 1942- More than 900,000 Policyholders 


IT’S COMING— 
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Lewis W. Douglas, Acsiaent 





NEW YORK CIT¥ 


(G45 














6 


AGNATIONAL UNDERWRITER 


November 13, 1942 





kind and telling them the right story,” 
was given by Mr. Woodson as a sim- 
plification of the agent’s job. He must 
have a personal determination to see 
enough people of the right kind and 
tell them the right story. The question 
is, does he want to do it badly enough? 
Mr. Woodson said an infinitesimal im- 
provement will give compounded results. 
For example, the difference between a 
$100,000 producer and a $250,000 pro- 
ducer, 150 percent in results, is based 
upon a 2 percent difference in perform- 
ance. The agent must have a knowl- 
edge of life insurance and the way it 
works, of the prospect’s needs, of hu- 
man nature and emotional appeal. 


Need New Sales Ideas 


The problem of selling life insurance 
today is simply that of finding a new 
sales idea; the fundamental principles 
are exactly the same, Mr. Phelps as- 
serted. The agent who has continued 
to keep his mechanical activities up to 
date finds more favorable conditions for 
selling. The prospect for life insurance 
no longer has a choice; he must buy life 
insurance—he can’t retire on investment 
income. 

Mr. Phelps said an agent should look 
for people with changed situations such 
as will result from the new revenue bill. 
He should help them in their thinking, 
which uncovers new needs. Mr. Phelps 
quoted an article in THE NATIONAL 
UNDERWRITER which stated that the pen- 
sion trust field had improved in conse- 
quence of the tax bill. 

It has been learned that not every one 
making $50 or $75 a week is a prospect 
for life insurance. Certain classes are 
good prospects for ordinary life. Good 
prospects are technicians and executives 
working in firms delivering war materi- 
als and members of professional groups 
such as doctors, dentists and lawyers. 





Women and Children Prospects 


They may be making more money, or, 
if not making more money, are in a 
psychological position such that they are 
very conscious of what life insurance 
can do. Women and juvenile prospects 
are not a temporary market and the 
companies have increased their facilities 
so that the agent may write them more 
readily. 

Continuity of effort is required of the 
agent. A mechanical record to assist 
him in making a check on himself in 
putting a dollars and cents value on 
every prospect, call, and interview is 
needed. The agent must continually re- 
plenish his prospects and make a cer- 
tain number of calls. Mr. Phelps quoted 
a Japanese proverb, “You cannot have a 
giant oak in your yard tomorrow by 
planting a million seeds tonight.” 

The meeting was opened by Lester 
Einstein, Mutual Benefit, president, who 
turned the chair over to E. L. Reiley, 
Penn Mutual. educational vice-president. 





NOTES POWER OF HABIT 





At the afternoon session Mr. Phelps 
discussed more efficient work habits, Mr. 
Woodson spoke on the form and content 
of the sales talk and Mr. Holcombe 
wound up with a talk aimed at helping 
agents adjust their thinking and actions 
to wartime conditions. 

Mr. Phelps pointed out that we have 
no choice as to whether we will be gov- 
erned by habits in selling life insurance. 
It is just a question whether we will be 
governed by good habits or bad ones. 
He advised his audience to stop think- 
ing about eradicating bad habits and 
concentrate on forming good ones. The 
kind of record book or plan sheet is not 
important so long as it shows the agent 
the dollars and cents value of each call. 
The main thing, said Mr. Phelps, is to 
use it. He likened habits to a cable 
which is built up a strand at a time. 
Thus, the agent who goes out and gets 
a prospect not only obtains a new name 
but he is also adding one more strand 
to the habit of getting prospects. 

Mr. Phelps recalled C. J. Zimmer- 
man’s statement that talk about doing 
more hard work was not very inspiring 








to agents, penne he put his stress 
on more efficient work. Mr. Phelps said 
eight hours of efficient work are more 
productive than 18 hours of inefficient 
work and that this efficiency can best 
be obtained through forming right work 
habits. 

Mr. Woodson said a sales talk should 
be in the prospect’s interests, should fol- 
low a sequence that is psychologically 
persuasive rather than one that is merely 
logical, and it should use the combina- 
tions of words having the highest moti- 
vation value. 

The railroad which promotes Sun Val- 
ley advertises that guests there will be 
happy, comfortable, admired and en- 
vied. It is talking from the prospect’s 
point of view. A good furniture sales- 
man doesn’t discuss the construction of 
a lounge chair but gets the prospect to 
think about comfort. 


End Result Is Important 


Mr. Woodson recalled that back in the 
pre-priority days a million men a year 
bought quarter-inch drills and not one 
of them wanted a quarter-inch drill. 
They all wanted quarter-inch holes. If 
a salesman were selling aspirin he would 
be more successful talking about cur- 
ing headaches than discussing the high 
quality of the ingredient sold. Similarly, 
Mr. Woodson said, agents will sell more 
life insurance by talking about financial 
headaches than by just selling insurance. 

As to the best sequence, while it is 
entirely logical to say, for example, 

“This is the best plan for assuring your 

daughter’s education,” and then give a 
list of reasons, it is much more persu- 
sive to give the reasons first and then 
say, “Therefore this is the best way 
of assuring your daughter’s education.” 

In discussing the most effective words 
to use to express a given idea, Mr. 
Woodson said he had been noticing the 
way in which various restaurants indi- 
cated on their menus that no substitu- 
tions could be made in the meals as set 
forth. The usual “No Substitutions” 
might as well have been “No Substitu- 
tions, Blast You!” Mr. Woodson said. 
A little better was, “No Substitutions, 
Please.” Somewhat better but still ob- 
jectionable were, “We Regret We Can- 
not Make Substitutions,” and “An Extra 
Charge Will Be Made for All Substitu- 
tions.” The best solution, Mr. Wood- 
son said was achieved by the restaurant 
which put on its menu, “We will cheer- 
fully arrange for substitutions at an ap- 
propriate additional charge.” 

Mr. Woodson told of a shrewd life 
insurance agent who, when he finds a 
reluctant prospect, restates his objection 
even more strongly by saying, “You 
mean to say in effect you’re not in the 
market for life insurance?” The pros- 
pect of course agrees and the agent says, 

“In that case this is a good time to dis- 
cuss your insurance as you will be re- 
lieved of the feeling that you are acting 
under pressure.” 

If the prospect says that his insurance 
was programmed only three weeks ago, 
which prospects often do even though it 
may have been three months or three 
years, the agent says, “Since you have 
just had your insurance programmed I 
wouldn’t want to duplicate that work 
but I think I can be of additional help.” 

Mr. Woodson pointed out that there is 
no escaping the costs that face a widow 
or the man who reaches retirement age 
but that life insurance offers easier 
terms for an inescapable cost. The hard 
way to meet the cost is for the widow to 
have to go to work or for the man re ady 
for retirement to have to keep on work- 
ing. Life insurance offers the easy way. 

Mr. Holcombe, the closing speaker, 
suggested as a creed for the life insur- 
ance man that he hold himself in readi- 
ness to serve the country, that until and 
unless he is needed in the armed forces 
he do everything in his power to help 
the country and, as part of his patri- 
otic duty, apply himself assiduously to 
his job. 

“We cannot all pilot a bomber or 
shoulder a gun but we can be better 
partners to those who do,” Mr. Hol- 
combe said. He read an inspiring letter 
from a former neighbor at Hartford who 
is serving with the navy in the south- 
west Pacific. 

















»” @ Costly telegraph de- 
lays are out! POSTAL 
“Automatic” is in! 
Amazing machines—only re- 
cently perfected by POSTAL 
TELEGRAPH engineers — now 
flash messages to any part of the 
country at record-breaking 
speed — and with incredible 
accuracy. These “Automatic” 
machines are POSTAL’s—exclu- 
sively. Messages sent “Auto- 
matic” cost you not one penny 
more. So— 


Try this NEW SUPER-SPEED 
SERVICE today! 








Teleqraph 


For your convenience, charges 
for telegrams telephoned -in 
appear on your telephone bill. 





*For descriptive folder — address Postal 
Telegraph, 157 Chambers St., New York 


\ or ask local branch manager. j 
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New Agent Is 50% 
More Productive 
Than Those of 1939 


B. N. Woodson Addresses 
Meeting of Bureau's 
Manager School's Alumni 


NEW YORK—New agents today are 
doing 98 percent as much business as 
new agents were doing three years ago 
even though the number today is only 
two-thirds what it was three years ago, 
B. N. Woodson, assistant manager Life 





A. J. JOHANNSEN 


Insurance Research Bureau told the At- 
lantic Alumni Association of the bu- 
reau’s schools of management. This in- 
formation was disclosed in the bureau’s 
new manpower study, which will be 
given in detail at the meeting of the 
Life Agency Officers Association and the 
bureau Nov. 17-19 in Chicago. 

The alumni association elected as 
president A. J. Johannsen, general agent 
Northwestern Mutual, Brooklyn; vice- 
president, W. H. King, New England 
Mutual, New York City, and secretary- 
treasurer, George Shoemaker, general 
agent Provident Mutual, New York City. 
The executive committee includes Harry 
Gardiner, general agent John Hancock 
Mutual, New York City; S. S. Wolfson, 
general agent Berkshire Life, New York 
City; R. V. Hatcher, executive vice- 
president Atlantic Life; and Harold 
Smyth, general agent National Life of 
Vermont, Hartford. 


Living Standards Must Drop 


Mr. Woodson said that many people 
don’t realize that lower living standards 
to which we are being driven through 
increasing taxes and increasing prices 
are the inevitable consequences of war 
and that these people seem to feel that a 
war can be paid for with money. The 
simple truth is that with several million 
men taken out of production pursuits 
and a large share of industrial capacity 
turned from consumer goods to war 
goods the only way we can pay for the 
war is by eating less, wearing less and 
having less. Taxes and costs are but 
cogs in the mechanism which is bringing 
about a considerably decreasing standard 
of living for all of us. 

“We pay for war by having less and 
the man who recognizes that fact appre- 
ciates the situation with an equanimity 
which makes him happier and more 
productive than his fellow-man who 


thinks he can maintain his ‘standards as 
usual’ and who is inevitably being 
bruised in his attempts to maintain his 
standards,” Mr. Woodson said. 
The individual who realizes this can 
see more clearly that he can offset some 
part of the necessary decline in his liv- 
ing standards by increasing his own pro- 
ductivity and efficiency. It is not defeat- 
ism but realism to face the fact that 
there can be no “business as usual.” It 
need not stifle initiative and ambition 
and aggressiveness, Mr. Woodson said. 





Review Pension Trust Situation 


Pension trusts under the 1942 reve- 
nue act were discussed comprehensively 


by M. M. Goldstein, general agent Con- 
necticut Mutual Life in New York City 
and director Pension Planning Com- 
pany, in a talk before the Philadelphia 
Tax Forum. 

Mr. Goldstein pointed out that there 
are 27 different subjects to be consid- 
ered in discussing the new act and three 
subjects with reference to the anti-in- 
flation bill. 

In order to understand the new act 
it is necessary to know the legislative 
history back of the new act. The new 
regulations covering the employes trust 
provisions have not yet been issued and 
these will give additional light to the 
legislative history. 















































LIFE AND 
INSURANCE 





These FOUR HORSEMEN 
continue to ride in Peace or War! 


The answer? PROVIDENT COMPLETE PROTECTION... 


It’s LIFE INSURANCE plus LIVING ASSURANCE * 
*(Non-Cancellable Disability) 


Written in a single plan! 





1942 - - - - Our S5th Anniversary - - - - 1942 


PROVIDENT 
ACCIDENT 
COMPANY 





Chattanooga, Tennessee 





Goal of $4,000,000 Is 
Set for Fordyce Month 


NEW YORK-J. P. Fordyce, presi- 
dent of Manhattan Life, is being honored 
by field men in a production campaign 
during November which has $4,000,000 
of submitted and examined business as 
its goal, the same quota set last year, 
which was exceeded by almost 25 per- 


cent. Business to date has been equal 
to last year’s. 

General Agents Charles Edwards, 
New York, G. C. Simpson, Chicago, 


and J. A. Culbreath, Denver, are the 
field committee in charge. 





The Home of HUMAN SECURITY 


Accident - Sickness - Old Age - Death 


rupt your income during your working 
span, I tell my prospects. One is certain to terminate 
that income at an indefinite future date. 
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Siena Radiemeeni of Guertin Group’‘s 
Proposals Given by H. H. Jackson 





Another strong endorsement of the 
Guertin committee’s proposals for model 
legislation on non- 
forfeiture benefits 
and related matters 
was given by 
Henry H. Jackson, 
actuary of National 
Life, in his presi- 
dential address at 
the meeting of the 
American Institute 
of Actuaries in To- 
ronto. 

“It is fundamen- 
tal,” Mr. Jackson 
declared, “that life 
insurance ina great yf owe Jackson 
nation, where it is 
practiced on a nation-wide scale, should 
surely be subjected to a single, readily 
understandable legislative language, 
which shall permit us all to operate 
soundly, freely, competitively through- 
out the 48 states and the District of Co- 
lumbia, with none of the petty and un- 
social interferences resulting from 
misguided and parochial legislative re- 
strictions. No other committee has ever 
attempted on so large a scale as the 
Guertin committee to remove some of 
this diversity of tongue and to substitute 
therefore a universal language. I am 
for it.” 





From Missouri to Oklahoma 


Mr. Jackson said that today there are 
49 little republics in this country with 
different and frequently conflicting laws, 
with varied and often burdensome taxes, 
with curious and sometimes ludicrously 
ill informed and inequitable court deci- 
sions. ‘Each of you can supply his own 
example,” he said, “from the suicide law 
in Missouri to the tax law in Oklahoma. 
Is it not lamentable that such diversity 
in the intent and in the interpretation of 
insurance laws can exist in the United 
States?” 

This situation, according to Mr. Jack- 
son, makes it all the more commendable 
that the insurance commissioners have 
attempted, through competently con- 
ducted investigations, to find legislative 
principles relating to the fundamental 
concepts of the business that shall be 
reasonably applicable regardless of state 
boundaries. Commissioners have gone 
about it in exactly the right way, he said. 
They established a committee of earnest 
investigators. They entrusted the tech- 
nical problems to efficient actuaries and 
sought the cooperation of insurance 
companies. They conducted public 
hearings. 

After the first report of the Guertin 
committee a further investigation was 
clearly indicated and it was ordered. 
There were more hearings, more actu- 
arial calculations, further cooperative ef- 
forts by the companies. As a result there 
was a second extensive committee report 
with significant findings and recommen- 
dations. The companies then criticised 
the reports freely and constructively. 
The commissioners went through the 
material with a new advisory committee. 

The process pursued is a democratic 
one. If such a method has not brought 
up sound suggested legislation, there are 
no means that can be employed to that 
end, he declared. Mr. Jackson stated 
that each leader in the business has a 
private scheme that he would like to see 
adopted and Mr. Jackson said there are 
points in the committee’s report which 
fail to elicit his applause but all of those 
schemes obviously cannot be adopted. 

Parenthetically Mr. Jackson divulged 
some of his “private schemes.” He ex- 
pressed the belief that the proposed leg- 
islation evinces too much concern with 
what the man who quits is going to 
take away from those who stay. “This 
seems to be on the theory that somehow 
or other the poor fellow who quits is 
thereby frustrated,” Mr. Jackson said. 
“This object of our pity,” was in the 
first place at considerable effort on the 


part of a conscientious salesman led to 
see the advantage of buying life insur- 
ance on a permanent plan. ‘hen at con- 
siderable expense it was ascertained 
that he was an insurable risk. At fur- 
ther expense a policy was issued and 
the salesman was paid hire “of which 
we may fairly count him worthy.” At 
the end of three years this policyholder 
has got tired of his obligations to so- 
ciety and to his dependents and wishes 
to be well rid of his insurance contract, 
so he throws his long range plans over- 
board and asks the company for money 
—and gets maybe more money out of 
the company than is left out of all his 
payments after risk costs and these nu- 
merous expenses have been liquidated. 
“In a case like.that who, may I ask, 
gets frustrated, and by whom, in regard 
to what, and who’s going to pay for it?” 

“Why all this concern for the insured 
as he lightly sheds his obligations with 
his insurance?” 


Keep Some of It Always 


Mr. Jackson said that his own device 
is to have the man who buys insurance 
keep some of it always, keep half his 
value in insurance when he takes cash 
for the rest. “Of course if he wants to 
get rid of the remnants and the company 
cares to cooperate they can reach an 
amicable agreement, but never by com- 
pulsion under the basic contract.” 

Also Mr. Jackson said he would favor 
making it obvious that all surrender 
values are but the roughest approxima- 
tion to equity, so that in any $1,000 
policy, so far as cash values go, there 
can be no carrying out of pennies or 
dimes. These would be uniformly dis- 
carded. 

Mr. Jackson said he desired to heap 
commendation on the committee for di- 
vorcing the idea of the reserves from 
that of the non-forfeiture value and for 
recognizing candidly that so-called net 
level premium reserves under the Amer- 
ican system of compensation to agents 
are extremely misleading to the unin- 
itiate. The committee’s realistic ap- 
proach to the whole problem is refresh- 
ing, he said. It is high time that some- 
body should say that under existing 
circumstances, “actuarial equivalents” 
are not equivalents at all so that, for 
example, a_ substantial loading is re- 
quired under the extended insurance op- 
tion to offset unfavorable selection if the 
basic table be a modern one. Also he 
said he was pleased that direct reference 
to surrender dividends was eliminated 
from the final report. 

The problem of non-forfeiture benefits 
will remain acute in this country so long 
as life insurance is missold, so long as 
the sales emphasis is placed not on the 
truly important benefits of life insurance 
but rather on the ease of acquiring a 
policy and the ease of relinquishing one’s 
obligations at one’s pleasure. He said 
he regretted that the Guertin committee 
failed to commit itself unreservedly on 
the question of individual reserves. 
There can be no such thing as an indi- 
vidual reserve on an individual policy 
“any more than that you or I, as an 
individual, can possibly enjoy such a 
thing as an ‘average after lifetime.’ ” 





Lamar Has Wartime Conference 


The third war-time educational con- 
ference of Lamar Life was held in Jack- 
son, Miss., for agents from four south- 
ern states. The conference was directed 
by H. M. Faser, vice-president and 
agency director, who was elected an 
honorary member of the All Star Club 
of agents. This is the first time that 
the agents have elected an officer as an 
honorary member. 





De Nezzo Speaks in Peoria 


N. M. DeNezzo, superintendent of 
agencies Aetna Life, spoke at a meeting 
of the L. O. Schriver agency, Peoria, III. 








Move Over, 
Billionaires 


At the close of the first 
half of 1942, we were 
within sixty million dol- 
lars of having a billion 
dollars of Life Insurance 
in force. 


Thus it will not be long 
before we join that select 
group of Companies in 
the billion dollar class. It 
could happen during the 
last half of 1942, certainly 
by early 1943. 


The thought about it 
that gives us the greatest 
satisfaction is the security 
that Life Insurance means 
to the people who own it. 


NATIQNAI LIFE 


AND ACCIDENT 
nsuranceCompanylne. 


NATIONAL 
PISA. CRAIC, Chstrmes of the Boord\Wuuemmpaneg/C. R. CLEMENTS, President 
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IN U. 5. WAR SERVICE 


Bob Hedges, manager of the Hedges 
Insurance Agency, Wichita, reported for 
army service at Ft. Leavenworth. He 
was honored at a luncheon by Wichita 
representatives of Business Men’s As- 
surance, with which .he was also asso- 
ciated under his father, Bert A. Hedges, 
Kansas manager. He was presented a 
service kit in behalf of the agency by 
Roy Haney, who is in the army air 
corps reserves, awaiting call. 

Robert Musial, cashier of the Clancy 
D. Connell agency of Provident Mutual 
Life in New York, was inducted into the 
army last week. He has been with the 
agency since he graduated from Hamil- 
ton college in 1931. 

Dr. W. H. Scoins, associate medical 
director of Pacific Mutual Life, has en- 
tered the navy as a lieutenant comman- 
der and will report in Washington, D. C. 
F. M. Small, personnel officer of Pacific 
Mutual, has been commissioned a cap- 
tain in the army specialist corps, on duty 
in Los Angeles. 

F. A. Kostanzer of the Harold G. 
Saul agency of John Hancock Mutual 
Life, Los Angeles, has entered service. 

Col. R. Turner Arrington, former 
manager of the actuarial department of 
the Life of Virginia, is now commander 
of the harbor defenses at Key West, 
Fla. He is on leave for the duration 
of the war. He was with the Virginia 
national guard for some years before 
the war. He was stationed at Fort 
Story near Norfolk before being trans- 
ferred to Key West. 

Lieut. John D. Leland (U.S.N.R.) 
who in private life was an agent for 
Penn Mutual Life at Tuscaloosa, Ala., 
was personnel officer of a_ scouting 
squadron aboard the “Wasp,” U. S. air- 
craft carrier, when the ship was tor- 
pedoed in September. Shortly after the 
explosion, while ammunition was explod- 
ing nearby, he went on deck and helped 
give first aid to wounded men. Later 
he and several others leaped into the 
sea, 60 feet below. Although the water 
was covered with oil which caught fire, 
Lieut. Leland ducked beneath the flames 
and swam to clearer water. He was fea- 
tured in the news release of the battle. 
Lieut. Leland is now home on leave and 
he visited the general agency office of L. 
M. Bargeron. 

President W. W. Head and other 
officials and executives of General 
American Life tendered a farewell din- 
ner to Dr. James H. Ready, medical 
director, and Joseph R. Burcham, home 
office attorney, who are entering the 
service. Dr. Ready, who has been head 
of the medical department since 1935, 
will serve as a captain with the medical 
corps of the army air force at Barksdale 
Field near Shreveport, La. Mr. Burch- 
am, who has been with the legal de- 
partment 15 years, becomes a lieuten- 
ant in the army air corps at Lowry 
Field, Col. 

W. T. Macauley, associate state agent 
of John Hancock Mutual Life in De- 
troit, has entered military service. He is 
the son of C. A. Macauley, Michigan 
state agent and veteran in association 
work in Michigan. For a time several 
years ago he served as general agent of 
John Hancock Mutual in Portland, Ore. 


Four agents of the J. B. Scott agency 
of Prudential at Peoria, Ill., have been 
called to service. They are: R. E. How- 
eler and W. G. Harms, who are taking 
flying training at Champaign, IIl.; Har- 
old Johnson, Camp Campbell, Ky.; Jo- 
seph Yoch, signal corps, Drew Field, 
Fla. 

Robert H. Van Beynum, son of C. W. 
Van Beynum, publicity and advertising 
manager of Travelers, has just gradu- 
ated in the army air force officers can- 
didate school at Miami Beach, Fla. He 
now is a second lieutenant in the air 
corps. Mr. Van Beynum enlisted while 
he was a member of the editorial staff 
of Tum NATIONAL UNDERWRITER at its 
New York City office. 

William Van Beynum, a_ brother, 





Helen Zepp New Chairman 


of Women’s Round Table 


Helen M. Zepp of the Reno agency of 
Equitable Society in Chicago has been 
elected chairman of 
the Women’s 
Quarter Million 
Dollar Round 
Table of the Na- 
tional Association 
of Life Underwrit- 
ers. She _ succeeds 
Martha Washburn 
Allin of Connecti- 
cut Mutual in Min- 
neapolis. 

Miss Zepp is a 

life member of the 
round table and 
was a qualifying welen M. Zepp 
member last year. 
She has been in the business for 13 
years, first with Continental Assurance, 
and for the last 11% years with Equit- 
able. 

Her peak production was about $375,- 
000 paid for in 1937, Miss Zepp is a 
a FR 

Retiring Chairman Allin made two 
recommendations: That the new com- 
mittee vote on the advisability of ask- 
ing the group to liberalize the stand- 
ard of valuation for qualification. The 
women’s group has taken into consid- 
eration only the amount of premiums 
whereas the Million Dollar Round Table 
allows credit for 1% times a single 
premium annuity. The women, Chair- 
man Allin said, write a higher propor- 
tion of their business on the annuity 
plan than do men and are penalized 
in conventional requirements for doing 
that kind of business although their 
public wants these contracts. 

She also urged all potential and 
former members be told that no chair- 
man has the right under the constitu- 
tion to qualify members on production 
which took place before her year of 
office. There have been occasional re- 
quests which had to be rejected that 
the qualifying officer go back to past 
years and use former production in order 
to qualify life members. Life member- 
ship is gained by three consecutive years 
of $250,000 paid businesss or better each 
year plus paid membership in the Na- 
tional association. 


Alexander Is Named 
Pennsylvania Commissioner 


Ralph H. Alexander has been ap- 
pointed insurance commissioner of Penn- 
sylvania by Governor James. Mr. Alex- 
ander has been serving as deputy 
commissioner under Col. M. H. Taggart 








and upon the latter’s death was desig- 


nated as acting commissioner. Mr. Alex- 
ander was with the Hoover & Diggs 
agency in Pittsburgh until 1937 when he 
was appointed general manager of the 
Fire Insurance Agents Association of 
Pittsburgh. His next move was to the 
insurance department. He had been in 
the insurance business since about 1910. 

General Martin, governor-elect of 
Pennsylvania, has given no public hint 
as to whom he intends to appoint as 
Pennsylvania commissioner when he 
takes office. 

Joseph H. Miller, writing in the Phila- 
delphia “Inquirer,” predicts that few if 
any of the cabinet members serving un- 
der Governor James will be retained by 
Governor-elect Martin. 





Jensen Brokerage Manager 


Raymond J. Wiese, Chicago, general 
agent of Northwestern National Life, 
has appointed V. E. Jensen as broker- 
age manager. Mr. Jensen has been as- 
sociated with the agency for the last 
three years as a leading agent. He has 
been in the life insurance business at 
Chicago for 10 years. 








graduated from the same school some 
weeks ago and now has the rank of 
second lieutenant. He was formerly as- 
sociated with the Worcester, Mass., of- 
fice of Travelers. 





The Union Central Life Insur- 
ance Company is proud to have 
been able to make this valued 


contribution. 


The UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 
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Linco National Founder and Head Dies 


(CONTINUED FROM PAGE 3) 





always the dominating force and the 
acknowledged leader, he did not attempt 
to be dictatorial and he gave credit 
where credit was due. He wanted his peo- 
ple to make decisions. He did not court 
flattery or affected obeisance. He urged 
his men to speak out in meeting and 
express their own thoughts. 

Mr. *Hall freely gave information to 
others. He did not conduct a secretive 
office. As a result, those in the busi- 
ness have always felt free to go to the 
‘ Lincoln National for counsel. 


Drew Big Men to His Company 


Mr. Hall in his constructive days 
when he was essentially a builder had 
great success in drawing to his com- 
pany men of actuarial training who had 
more than an actuarial mind. They 
were not merely technicians. As he 
gave them greater responsibility they 
developed into leaders themselves. So 
successful was he in putting these ac- 
tuaries into a broader field that he al- 
most reached the conclusion that it paid 
to get men of actuarial training at all 
times. 

Mr. Hall’s earlier business schooling 
led him into a type of thinking and 











} ; DID THE NEW IN- 
COME TAX SCHEDULES 


FRIGHTEN YOU? AFTER | 
READ THE BILL, I COULD 
SEE NOTHING BUT THE 
FLAG FLYING OVER ONE 
GREAT POORHOUSE. 


kok Ok 
But then there came to my desk 
an exhaustive stidy, made by 
four government bureaus, of the 


1941 spending of the average 
citizen. It gave me a new pic- 
ture. 


I had forgotten—and maybe your 
prospects forgotten—that 
with rationing, the government is 
writing a new budget for us, and 
under this new budget, the tax 


have 


situation is drastically changed. 
As a matter of fact, I found that 
the average citizen can put these 
new taxes into his budget and 
still have more money to spend 
in 1943 than he had in 1941. 

* * * 


Sounds’ unbelievable, I know; 
but all the facts are in my month- 
ly letter, in the November Man- 
agement Plans. If you'll drop me 
a line, I'll be glad to send you a 


copy with my compliments. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
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working that was a real business asset. 
He was connected with the “Indianap- 
olis Journal’ for 15 years, serving in 
various capacities and finally was assist- 
ant business manager. While he was 
not a writing man yet he came in con- 
tact with the editorial people and re- 
porters. He developed what is known 
in newspaper work as the “news 
sense.” ‘That meant that he had an in- 
quisitive mind. He was always looking 
for something. He learned how to say 
things in a compact way. He did not 
take everything for granted. He was 
not a cynic but he questioned state- 
ments that he heard. In his newspaper 
life he had to be resourceful and in- 
genious to be successful. It was neces- 
sary for him to experiment, to use 
pressure, to develop arguments and 
ideas that clicked. Mr. Hall saw the 
opportunity for’ a new life insurance 
company because of the feeling through- 
out the country in connection with the 
Armstrong investigation. He concluded 
that there was a chance for a genuine, 
high grade western institution that 
would appeal to the public. He had 
left newspaper life and had gone with 
the Equitable Society. He carried a 
rate book and had gotten, therefore, a 
knowledge of life insurance soliciting 
and field problems. He was field super- 
intendent for a year or so and that 
gave him a larger insight into life in- 
surance field supervision and the han- 
dling of life insurance men. 


Always Agency Minded 


This early work in the field particu- 
larly fitted him for his later career. Dur- 
ing the later years he was ever field 
minded. He had an understanding of 
the field man’s requirements and his 
problems. He was always sympathetic 
He never failed to drop a hint here and 
there. When he thought of someone 
who might be interested in life insur- 
ance he weuld write a letter to the 
manager and tell him about the pros- 
pect. Mr. Hall devised many plans for 
field administration. In the early stages 
Walter T. Shepard, now manager at 
Los Angeles, was the vice-president in 
charge of agencies. Mr. Hall and he 
were industrious. They were out on the 
firing line often. They sought in every 
way to popularize the company and to 
secure the right kind of man-power. Mr. 
Hall believed in advertising. In fact, 
he formulated the advertising program 
for the company. He was instrumental 
in having the Lincoln National’s mag- 
nificent home office structure built. As 
the company grew he grew. As greater 
responsibilities were thrust upon him 
he developed. When he found that he 
had a surplus of first class talent he 
did not stand in the way of a young 
man going to some other company if 
he could better himself. He always left 
with Mr. Hall’s blessing. He was 
anxious to see his proteges succeed, 
whether they remained with the Lincoln 
National or some other company. 


Becomes Board Chairman 


Finally he concluded that A. J. Mc- 
Andless, the executive vice-president, 
who had been an actuary, should step 
into the presidency. He knew Mr. Mc- 
Andless’ worth. He realized that here 
was a man who had the very elements 
of growth. Accordingly Mr. Hall be- 
came chairman in 1939. He still kept 
his hand on the company’s activities 
and he was placed in a position, there- 
fore, where he could be of greater as- 
sistance to his associates down the line. 
Mr. McAndless had assumed the presi- 
dential toga. Therefore, Mr. Hall felt 
a certain freedom from the more bur- 
densome cares of office. 

The fact that his company bore the 
name of “Lincoln” led Mr. Hall to 
make a study of the Great Emancipator 
and he inaugurated the plan of making 
Lincoln the patron saint of his com- 
pany. Therefore, he established what 
is known as the Lincoln Foundation, 
a man giving almost all his time to 


Lincoln research and outside Lincoln 
activities. 

Mr. Hall had a home in Michigan 
where he spent the summers in the 
later years of his life and he had many 
guests there. He invited his associates 
from the head office. He wanted at all 
times to keep in touch with the key men 
of his organization. He was always ap- 
proachable, always willing to listen to a 
man’s story. Mr. Hall, possessed of hu- 
mian instinct, never forgot the human 
side of business. 


Early Days of the Lincoln 


In spite of Mr. Hall’s condition, from 
his bedside he counseled with a clear 
mind on company affairs to the very 
last. He had been seriously ill for sev- 
eral months and long prior to his death 
it was known by his intimates that he 
could never return to the office. He kept 
up his keen and devoted interest in the 
Lincoln National to the last hour. in 
the early days of the Lincoln National 
Mr. Hall said that it was a compara- 
tively simple matter for the general man- 
ager to go out, write applications, return 
to the office, keep the books, go ott 
again and deliver the policies. For a 
month or so he was assisted by the late 
D. B. Ninde and two girls took care of 
the entire business. The three years fo!- 
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lowing the organization of the company 
Mr. Hall worked unceasingly. ‘the days 
were days of intense campaigning and 
the nights were nights of intensive plan- 
ning. Not only did he keep the books 
and manage the office but he was in 
the field building up an agency force and 
selling life insurance himselt whenever 
he could. Five days in each week were 
spent in the field and he then returned 
to Ft. Wayne Saturday mornings, posted 
the books over the week end, issued tlie 
policies which had been sold during the 
week and started out to deliver them be- 
fore dawn Monday mornings. 

To show the human side of Mr. Hall 
and the fact that at the very height of 
his illustrious career he always felt an 
interest in others, THe NATIONAL UNDER- 
WRITER publishes a letter it received from 
W. A. Scanlon, associate manager of the 
publication, who is one of its veteran 
field men. He said: 

“T have been calling on Mr. Hall over 
a period of approximately 20 years. To 
my mind he was outstanding as an exec- 
utive and as a real human person. 

“While for the past several years my 
business dealings were with other execu- 
tives, it was my practice always on my 
trips to Fort Wayne to visit with Mr. 
Hall. It was my experience that in spite 
of his many duties and the important af- 
fairs he had to attend to, he always had 
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time for a little conversation and made 
me feel I was always welcome. 

“Mr. Hall was most gracious and on 
every occasion expressed a keen interest 
in my affairs and those of my publica- 
tion. 

“In thinking back over the years and 
the talks I have had with him, a few 
things stand out, which I think are indi- 
cative of the man and point to some of 
the reasons why the Lincoln National is 
today the great company that it is. 

“It is well known that Mr. Hall was a 
great believer in building men. Many 
times he has told me that he used his 
best judgment in selecting men, then he 
would give a man every opportunity to 
develop. 

“As a case in point he cited the ar- 
rangement of the reinsurance many years 
ago of the American Life Reinsurance 
of Dallas. Mr. McAndless, who was 
then head of the reinsurance department 
of the Lincoln, was in Dallas working 
on the deal. When he had about coin- 
pleted all the arrangements he called Mr. 
Hall on long distance phone to get the 
green light from his chief and ask his 
opinion. As Mr. Hall related, he said, 
‘Mac, you are on the job there and if in 
your judgment this deal is a good one 
for the Lincoln you close the deal.’ 

“At another time I remember Mr. Hall 
made the statement that he had never 
had an original idea. This of course was 
quite a shock to me. Then he went on 
to say that he was always interested in 
people and that seldom did he talk to a 
person from whom he did not get the 
germ of an idea which he could develop.” 


Mr. Hall’s Funeral 


_ Mr. Hall died Nov. 9 at his home 
from a heart attack. He had been ill 
since last May, but his condition did not 
become serious until Nov. 7. He had not 
been at his office for over a year due to 
heart affliction. 

Funeral services were held Thursday 
from the Trinity Episcopal Church in 
Fort Wayne. 

Surviving Mr. Hall are his widow, 
Ann O’Rourke Hall, and three children, 
Dr. Arthur F. Hall, Jr., of Santa Mon- 
ica, Cal. Lieut. William B. F. Hall, 
U. S. Naval Air Station, Jacksonville, 
Fla., and Mrs. F. B. Shoaff, Jr., of Fort 
Wayne. Lieut. Hall is second vice-presi- 
dent and head of the Lincoln National 
mortgage loan department. 

Mr. Hall was born May 11, 1872, at 
Baxter Springs, Kan. While still a child 
his family moved to Indianapolis. His 
first business experience began at the 
age of 14, when he became a newsboy 
for the Indianapolis “News.” At 18 he 
secured his first job as a printer’s devil 
on the [ndianapolis “Journal.” With 
this beginning, Mr. Hall became book- 
keeper of the paper and, in succession, 
circulation manager, advertising man- 
ager, and assistant business manager. In 
1902 the “Journal” was sold and Mr. 
Hall, after holding the position of In- 
diana circulation manager for the Chi- 
cago “Tribune” affiliated with Bobbs- 
Merrill Company, Indianapolis publish- 
ers. 


Entered Life Insurance Work 


Mr. Hall then became interested in 
the life insurance business and associat- 
ed himself with the Equitable Society as 
field superintendent for the Indianapolis 
general agency. 

In 1905 he went to Fort Wayne to 
discuss with a group of Fort Wayne 
business men the beginning of a new life 
company. He became interested in the 
idea and took over the entire duties of 
launching the organization. Mr. Hal! and 
the company he founded proceeded to 
make a record of progress and growth 
unique in the annals of life insurance. 
His first position was secretary, which 
he assumed in June, 1905. In this capac- 
ity, personally he sold the $100,000 of 
stock necessary to organization. In addi- 
tion he wrote all the business and did 
all of the bookkeeping. By the end of 
1905 the organization was completed, 
and at the close of its first 100 days’ 
operations, had assets of $116,097 and in- 
surance in force of $532,000. 

The company grew steadily under 


Mr. Hall’s direction. During the time he 
served as directing head, the company 
undertook the issuance of substandard 
life insurance, juvenile insurance below 
age 10, reinsurance, and numerous other 
activities. 

Mr. Hall was nationally known as a 
leader and organizer of men and had 
secured wide recognition for his ability 
to bring together into a successful or- 
ganization, groups of highly trained life 
insurance specialists. Under his leader- 
ship the company established a record 
as a fast growing ordinary life company. 
It attained a billion dollars of insurance 
in force in 34 years. Only one other 
company in the history of the business 
has equalled this record. Mr. Hall was 
the only man in the history of the life 
insurance business to see the «company 
he founded grow within his own lifetime 
to an organization with more than a 
billion dollars of ordinary life insur- 
ance in force. 


Lincoln National Positions 


He was the executive head of the 
Lincoln National Life since its organiza- 
tion in 1905, and through the years he 
held a number of official titles, includ- 
ing: Secretary, June, 1905, to January, 
1912; first vice-president, January, 1912, 
to January 1923; president, January, 
1923, to February 1939; chairman of the 
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board, February, 1939, to November, 
1942, He was a member of the: board 
from the time the company was organ- 


ed. 

Mr. Hall was also active in the affairs 
of the entire life insurance business. He 
served as chairman of the public rela- 
tions committee of the American Life 
Convention, and was a founder and 
member of the board of the Institute of 
Life Insurance. 

In addition to his full business life, 
Mr. Hall found time for innumerable 
important civic duties. He was asso- 
ciated with many of the outstanding 
civic betterment movements in his city 
and was a vital influence in building 
Fort Wayne as an air transportation 
center. 

On Jan. 10, 1939, Mr. Hall was hon- 
ored at a testimonial dinner held in Fort 
Wayne sponsored by civic leaders of 
the city. He was awarded a personally 
inscribed tribute in recognition of his 
contributions to the growth and prog- 
ress of Fort Wayne. 


Business and Civic Activities 


Mr. Hall’s business, civic, and lodge 
activities also included: At his death he 
was president Greater Fort Wayne De- 
velopment Corporation and director Wa- 
bash Valley Improvement Association of 
Allen County, Ind. He had been chair- 
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Most men strive to provide well for their 


man, Federal Home Loan Bank, Indian- 
apolis, and member of board Lincoln 
National Bank & Trust Company, Fort 
Wayne. At the time of his death he 
was director Indiana state chamber of 
commerce, member various committees 
of chamber of commerce of Fort Wayne, 
trustee Fort Wayne Y.M.C.A. He was 
member executive committee of Indiana 
Lincoln Union, member advisory com- 
mittee of industrial research division of 
State Planning Board of Indiana, mem- 
ber executive committee of Lincoln Me- 
morial Highway Commission. He had 
been president Allen County Board of 
Aviation and chairman Allen county 
emergency unemployment commitee. 

The Life Presidents Association ap- 
pointed the following committee to at- 
tend the funeral and represent that or- 
ganization: Vice-president Frank L. 
Jones, Equitable Society; Manager V. 
P. Whitsitt, general counsel, and R. L. 
Hogg, assistant general counsel of the 
association. 


Henry C. Fuller, Sr., special agent of 
Northwestern Mutual Life in the Stamm 
agency, Milwaukee, explained the opera- 
tion of the government insurance pro- 
gram for those in military service be- 
fore the 32nd Division Women of Wis- 
consin. 
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The Great-West Life in its advertis- 
ing stresses that its representatives 
are able to offer various arrange- 
i ments to provide needed family 

i protection under today's changed 
i i conditions. 
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Offers Permanent F ee Unwlor Group 


(CONTINUED FROM PAGE 1) 





Mr. Warters observes that this plan 
provides life insurance for the whole 
lifetime of the employe. His protection 
is not necessarily terminated on retire- 
ment, 

The employer can furnish a faithful 
employe with insurance for his whole 
lifetime and pay the cost during the 
period when the employe is actively 
working. If an employer furnishes in- 
surance to pensioners on the annual re- 
newable term basis, his premium cost 
for the entire group generally increases 
from year to year. This is avoided in 
the group permanent plan, Mr. Warters 
states. 

No Medical Examination 


If he applies promptly, the employe 
does not have to pass a medical exami- 
nation. There are no rejections of those 
actively working aid applying promptly. 
All are covered under the same type 
contract. Installation procedure is sim- 
plified. Medical examinations are not 
needed. 

The expense of preparation and main- 
tenance of a complicated trust agree- 
ment is avoided. All benefits and pre- 
nium payments are provided directly 
and simply under the terms of one 
master contract—the group policy. 

A combined life insurance and pen- 
sion program is furnished at a low cost 
and with additional benefits as the 
group life insurance and the group an- 
nuity are combined in one contract. 
Any increased cost of the group an- 
nuity portion of the program, due to 
a low death rate, is offset in 
part because a low death rate will re- 
duce death claims in the life insurance 
portion of the program. The company 
can, therefore, offer more attractive 
rates than in the case where life insur- 
ance and pensions are covered under 
separate contracts. 

Economies of administration and dis- 
tribution are reflected in the gross pre- 
mium rate. 


Company Expenses Less 


Company expenses are materially less 
than are incurred in issuing and han- 
dling individual policies. 

The maximum future premium cost of 
the plan is partially guaranteed. Pre- 
mium rates on insurance placed in force 
at the inception of the contract are 
guaranteed for the duration of such cov- 
erage and are applicable for new en- 
trants and increases in the five ensuing 
years. 

Adequate provision is made for insur- 
ing new employes and for increasing 
the insurance on those who are pro- 
moted or given additional salary. 

Dividends give to the employer the 
savings due to low acquisition costs and 
the wholesale nature of the insurance. 
They will take into consideration the 
actual experience of the particular 
group. 

New contracts are specially prepared 
for the purpose for which they are to 
be used, and do not contain unsuitable 
provisions, They are a combination of 
the most applicable benefits of group 
contracts and of individual policies. 
Plans will not be distorted by an 
attempt to-force them into standardized 
contracts. 


Equities Upon Termination 


There are many valuable equities on 
termination of employment. The divi- 
sion of these equities between the em- 
ployer and the employe depends upon 
the amount of the employe’s contribu- 
tion, if any, and the amount of benefit 
vested in the employe for contributions 
made by the employer. The employe 
may be given the option to continue the 
insurance at a premium rate less than 
that required for his attained age. He 
will not feel that on termination of his 
employment, he has nothing to show 
for his contributions, and he has an op- 
portunity to use his equity in purchas- 
ing both life insurance and_ pension 
rights. This is different from a group 


term and group annuity plan under two 
separate contracts where his equity can- 
not readily be used to continue his in- 
surance protection. Substantial equities 
are of great help to the employe if he 
is of advanced age and the employer 
terminates the group contract. 
Because of low initial acquisition 
costs, surrender charges are very low, 
and, under certain circumstances, are 
not made. The employer is not heavily 
penalized on account of those employes 
who terminate employment shortly af- 
ter being covered by the contract. 


Commission Situation 


Commissions fairly compensate the 
agent or broker for the work he does 
and take into consideration the volume 
ot the insurance purchased at one time. 
They can be justified to the purchaser, 
and yet are attractive to the agent, and 
they do not heavily penalize the early 
surrender values of the contract. 

Standard forms are seldom applicable, 
as each contract is tailored to meet the 
needs of the case. For the time being, 
rate quotations and contract specifica- 
tions will generally be prepared in the 
home office. The regional group offices 
will furnish general information. 

“The market for these contracts is a 
specialized field and is not one in which 
the salesmen of Bankers Life have been 
active because most salesmen can more 
profitably spend their time in selling 
policies to individuals rather than in 
working on specialized group or pen- 
sion trust cases,’ Mr. Warters asserts. 
“Generally speaking, this limited and 
complicated field is serviced by group 
specialists and by brokers who deal with 
all the insurance problems (life, fire, 
and casualty) of large corporations, and 
through their close connections with 
these corporations over many years, are 
able to control the placing of the in- 
surance, Even with our new contracts, 
the field is not one which can be profit- 
ably cultivated by many salesmen be- 
cause of the time required for study, 
the time needed in developing the right 
sort of contacts, and the limited num- 


ber of prospects. However, there will 
be an occasional case where one of your 
salesmen has powerful influence and is 
able to control the business. Such cases 
should be referred to the home office 
and we will do our best to assist the 
salesmén in making the presentation.” 

Credit values are available to the 
employer upon termination of employ- 
ment of an employe at any time for that 
part of the insurance on that employe 
which the employer does not vest in the 
employe. Such credit values are equal to 
the full American Men 2) percent re- 
serves, without surrender charge, if ap- 
plied toward the payment of future 
premiums due under the group policies. 

Termination values are available to an 
employe on termination of his employ- 
ment and depend upon the amount of 
his own contribution and the amount of 
equity purchased by the employer’s con- 
tributions and vested by the employer in 
the employe. Termination values are 
slightly less than employer’s credit val- 
ues and are generally not available in 
cash. Various options may be included 
in the contract for the choice of the 
employe. These include reduced paid-up 
insurance, the right to convert at at- 
tained age for a policy equal to the 
amount of group protection less the re- 
duced paid-up insurance provided, and 
in some cases the right to continue 
some insurance in force by paying prem- 
iums based on original age and date of 
issue. Rights given to terminating em- 
ployes will depend on the nature of the 
plan purchased by the corporation. 


Usual life income settlement options 
and installment settlement options for a 
fixed period are included, but the interest 
option is not included. The contract con- 
tains a war clause. 

Because the contracts offered are dif- 
ferent from any previously offered by in- 
surance companies and because they in- 
volve in most cases a special contract 
written to meet the needs of the case, 
the company is making the offer sub- 
ject to the completion, in each case, of 
a contract mutually satisfactory to the 
company, the purchaser, and the state 
insurance department. In this respect, 
the new contracts are similar to group 
annuity contracts. 

Commissions paid are based on com- 


Chicago Headquarters for 
Commissioners Arranged 


Headquarters again will be set up in 
the Hotel La Salle, Chicago, this year 
for persons passing through that city en 
route to the annual convention of the 
National Association of Insurance Com- 
missioners in New York, Arthur G. 
Smith, Illinois deputy in charge of the 
Chicago branch office, announced this 
week. The headquarters will be main- 
tained Dec. 5 until train time. Plans 
are to make up a party of those going 
through Chicago which will leave on the 
Commodore of the New York Central 
lines at 3:15 Saturday afternoon, war 
savings time. 

Reservations for space on the train 
should be sent to Mr. Smith at the IlIli- 
nois department branch office, Board of 
Trade building, 141 West Jackson Boule- 
vard, Chicago, at least three weeks in 
advance, he stated. 

Deputy Smith will officiate in the 
headquarters together with Nellis P. 
Parkinson, chief deputy, and C. M. Kin- 
ney, assistant director. 


Andersen Agency Meets 


H. G. Kenagy, superintendent of 
agencies, and John H. Leaver of Daven- 
port, Ia., field service manager, Mutual 
Benefit, will attend the Norman E. An- 
dersen agency meeting in Peoria, IIl., 
Nov. 21. About 20 agents representing 
26 Illinois counties will attend. Mr. 
Andersen will preside at luncheon. 








mission practices in the group depart- 
ment; that is, the rate of commission 
varies with the size of the case. Com- 
missions are materially higher than 
those paid for combined annual renew- 
able term group life and group annuity 
plans, but are materially lower than 
those paid on individual policies written 
under pension trusts. They represent an 
effort on the part of the company to 
work out a basis of remuneration which 
will fairly reward the agent or broker 
for his work, and, at the same time, rec- 
ognize the wholesale nature of insurance 
placed on the lives of all employes at 
one and the same time. 





A FULL LINE OF 
Policy Contracts 


Commonwealth Life writes persons from birth to 
age 65. Always in step with the times, the Com- 
pany makes frequent policy combinations to 
create attractive new contracts. 
Double Dollar policy designed to fill the needs of 
present day living conditions. 


Commonwealth Life's gain in insurance in force 
during the first eight months of 1942 was 18.7°/, 
above the same period last year. 


L. G. Russell 
Mgr. Ind. Agency Dept. 


—————— OE 


Its latest is the 


A. Walton Litz 
Mgr. Ord. Agency Dept. 
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Penn Mutual 
Supervisors Get 
Advanced Course 


Penn Mutual Life has been holding 
its eleventh agency building school at 
the home office with 13 supervisors and 
three general agents attending. 

E. Paul Huttinger, second vice-presi- 
dent and head of training, was dean, as- 
sisted by A. Moseley Hopkins, Jr. .The 
school presented an advanced course to 
experienced managers. Acting as teach- 
ers were members of the official staff 
and several general agents, and the 
school also held sessions in the work- 
rooms of various departments for the 
study of office procedure. 

President John A. Stevenson ad- 
dressed the school to make a “report to 
our trustees in the field.” 

Visiting sessions were held in the un- 
derwriting department to study selec- 
tion while actual cases were in routine, 
and to hear underwriting problems 
analyzed and explained by Malcolm 
Adam, vice-president, with members of 
his staff. 

Dr. Samuel B. Scholz, 
president and medical director, de- 
scribed medical problems, while actu- 
arial methods were given by M. Louis 
Johnson, second vice-president and 
actuary, and by John M. Huebner, as- 
sistant to vice-president. Warner F. 
Haldeman, associate counsel, repre- 
sented the law department, and Walter 
E. Trout, supervisor of claims, the 
claims department. 

Wallis Boileau, Jr., second vice-presi- 
dent, and William J. Nenner, superin- 
tendent of agencies headed their staff of 
the agency department in periods on fi- 
nancing, recruiting, supervision. Mr. 
Boileau told of management opportu- 
nities and factors in agency profits, 
while Mr. Nenner gave an illustrated 
explanation of the departmental setup 
as it coordinates services and controls. 

Urban F. Quirk, William J. Probst, 
Thomas W. Douglas, Albert F. Ran- 
dolph, Mary A. Murray, of the agency 
departments, spoke on their specialties 
in sales promotion, lead service, salary 
savings, research, and agency financing. 


Views from the Field 


From the field Kenneth W. Conrey, 
general agent at Pittsburgh, talked on 
planning and objectives; Carr Purser, 
general agent at Providence, on recruit- 
ing underwriters; Edward L. Reiley, 
New York, on motivation in selling; 
Norman W. Rowley, Boston, on 
supervision technique; Franklin G. 
Stull, supervisor in Philadelphia, on 
scheduling the supervisor’s job; Wil- 
liam H. Nicholls, Grand Rapids, 
on recruiting new men; William A. 
Arnold, II, on agency bulletins 
and meetings; Joseph H. Reese, Phila- 
delphia, on Reve 0 Marion J. Du- 
Paul, on the training and supervision 
of women agents; J. Elliott Hall, gen- 
eral agent at Newark, on agency rec- 
ords; Osborne Bethea, New York, on 
stimulation in supervision. 

Three lectures on leadership qualities 
were given by Dr. Malcolm G. Preston 
of the University of Pennsylvania. 

Harry G. Walter of Chicago was 
elected president of the class; Bill A. 
Schauer, Pittsburgh, vice-president and 
Gerrit Van Ringelesteyn, Grand Rapids, 
secretary. 


second vice- 


Replica of Aetna Building 


Bernell F. DeVoe, a member of the 
automobile underwriting department of 
Aetna Casualty since September, 1939, 
has spent much of his spare time con- 
structing an exact replica of the home of- 
fice of the Aetna Life. He worked a to- 
tal of 1.390 hours; his wife worked 15% 
hours; and his brother, Weldon R. De 
Voe, contributed 161% hours. The cost 
of the materials used in building the 
model was only $22.91. 

The model of the building is seven 
feet, four inches long, 2% feet high and 
three feet wide. 


New Secretary of the 
A. L. C. Financial Section 


Norman H. Nelson of St. Paul, who 
was elected secretary of the Financial 
Section of the Am- 
erican Life Conven- 
tion, is treasurer of 
Minnesota Mutual, 
having been elected 
some years ago. He 
was born at De- 
corah, Ia., but was 
reared in Mabel, 
Minn. He attended 
the University of 
Minnesota and St. 
Paul College of 
Law, being admit- 
ted to the bar in 
1922. He spent four 
years in his father’s 
bank at Mabel before joining the Min- 
nesota Mutual. He has been active in 








N. H. Nelson 


the Financial Section and has done 
much in promoting its interests. The 
chairman of the section is Paul E. 


Fisher, treasurer of Indianapolis Life, 
elected at the recent Chicago conven- 
tion. 





Favor Earlier Closing of 
Detroit Insurance Offices 


DETROIT—Wartime curtailment of 
the office hours of insurance agencies 
and company offices in Detroit was rec- 
ommended by the Affiliated Insurance 
Interests of Michigan, which includes 
the top executives of stock, mutual and 
reciprocal interests in the fire, casualty 
and life fields. W. E. Otto, president 
Michigan Mutual Liability, presided. 

Speakers at the meeting argued that 
shorter hours or earlier or later start- 
ing and closing hours for insurance of- 
fices would cut rush-hour loads on the 
Detroit street railways by as much as 5 
or 10 percent. The transportation prob- 
lem here already is acute and it is feared 
that the car lines will be utterly 
swamped after the start of gas ration- 
ing during the rush-hour periods. 

A bulletin will go out at once to all 
insurance offices in the metropolitan 
area recommending that the business 
day be closed at 4:30 instead of 5 p. m. 
as at present. Whether office hours 
would start a half hour earlier would 
be left to the management of each of- 
fice. 

The recommendation will affect about 
300 offices employing several thousand 
workers. 


N. Y. Life Agent Weekly 
Producer for 22 Years 


A. J. Norton of Chadron, Neb., has 
been on the app-a-week honor roll of 
New York Life for 1,168 weeks or more 
than 22 years. In addition he has been 
on the ten-a-month honor roll for 224 
months, Only six agents of New York 
Life have been on that roll for a longer 
period. He has produced a minimum of 
$20,000 of business for 162 consecutive 
months. 

Mr. Norton works in a rural territory. 
Chadron has a population of 4,606 and 
Dawes county, his center of operations, 
has a population of only 11,493, He is 
intensive, consistent and persistent in his 
selling work. He ranked 39th in num- 
ber of paid applications throughout the 
whole New York Life organization in 
September and ranks 58th on paid for 
applications for the year to date. He 
has reached senior degree of Nylic, al- 
lowing him a life income. He has en- 
joyed this income in addition to that 
received from personal production since 
Jan. 1, 1941. 





Earl Smith Albany Speaker 


Earl A. Smith, agency secretary of 
Equitable of Iowa, spoke on “Present 
Day Problems in Agency Management” 
at the November meeting of the Albany 
General Agents & Managers Associa- 
tion. President Harry W. Albright 
presided. 


Agency Forces 
Pass Two Billion 
Mark in War Bonds 


NEW YOR K—tThe $2,000,600,000 
mark has been passed by the life agents 
in their voluntary nation-wide campaign 
for war bond sales and pledges, Grant 
Taggart, president National Association 
of Life Underwriters, has announced. 
Cash sales of war bonds by agents have 
totalled $532,000,119 and payroll allot- 
ment plans have been established calling 
for the purchase of $1,503,483,540 bonds, 
making a total of $2,035,483,659. 


Chicago Has Top Record 


Top record has been set by the Chi- 
cago agents, who are now setting up 
purchase plans at the rate of $18,000,000 
monthly, it was reported by W. H. ‘An- 
drews, Jr., Jefferson Standard, Greens- 
boro, N. C., chairman of the agents’ 
bond selling campaign. The total of 
sales and pledges in Chicago averages 
$209 per family. 

Covering a larger area, Los Angeles 
agents, directing efforts for southern 
California, are setting up purchase plans 
for $25,000,000 monthly. 


Scranton Makes Record 


One of the outstanding records has 
been made in Scranton, Pa., where the 
agents are setting up purchase plans of 
$1,100,000 monthly for Lancaster county, 
with 97 percent of the firms signed up 
and 98 percent of their personnel coop- 
erating in purchase plans. 

Other cities which are reporting out- 
standing results in the war campaign are 
Indianapolis, Hartford, Pittsburgh, Phil- 
adelphia, Cincinnati, Wichita, Minneap- 
olis-St. Paul and St. Louis. 


DETROIT GROUP RECOGNIZED 


DETROIT—The Treasury Depart- 
ment has issued a citation to the Detroit 
Qualified Life Underwriters for dis- 
tinguished service rendered in behalf of 
its war savings payroll deduction pro- 
gram. The presentation was made to 
H. J. Krutsch, John Hancock Mutual 
Life, and H. A. Rife, Jr.. New York 
Life, president and secretary of the 
agents’ section of the advisory council, 
which is in charge of the bond cam- 
paign. Thus far, savings deduction plans 
have been established in 643 plants em- 
ploying .90,916 persons, of whom 85,060 
are investing $712,003 a week. 





Institute Annual Meeting 
Dec. 9 on War Footing 


The Institute of Life Insurance will 
hold its annual meeting the afternoon 
of Dec. 9 at the Hotel Waldorf-Astoria, 
New York, on a strictly war footing, 
according to plans announced by Holgar 
J. Johnson, president. The program for 
the meeting will be limited to an in- 
formal luncheon followed by a business 
meeting for the election of directors and 
transaction of necessary business. 

A brief report of the year’s activities 
will be made by the president and an 
opportunity provided for the member- 
ship to discuss the past year’s activities 
and offer suggestions for the coming 
year’s program. The more complete re- 
ports dealing with the detailed activities 
of the institute, including the Keep Well 
crusade, customarily presented at the 
annual meeting, will be prepared and 
issued as a supplement to the proceed- 
ings. 





Quarter Century Club Meets 


The Quarter Century Club of Union 
Central will hold its annual meeting next 
week at.which new members will be in- 
ducted. The club is composed of homé 
office employes who have had 25 years 
or more of service. Dinner will be served 
in the company lunchroom followed by 
an entertainment program. There are 
178 employes in the club. 





Life aniline 
Give Much Aid to 
Scrap Campaign 


NEW YORK—tThrough the life in- 
surance coordinating committee headed 
by President George L. Harrison of 
New York Life the life insurance busi- 
ness is participating, along with six na- 
tional organizations in the real estate 
and property management field, in a 
new phase of the scrap drive. This drive 
was inaugurated as a special effort to 
make a complete cleanup of heavy scrap 
now lying idle in apartment houses, 
office buildings and similar properties. 

It is believed that although individ- 
uals in the real estate and property 
management business have been active 
in local scrap campaigns, a national ef- 
fort organized on business lines and de- 
signed to meet obstacles peculiar to 
scrap removal from buildings should re- 
sult in huge tonnage being turned in to 
the national salvage drive. 


To Broaden Authority 


Purposes of the program are to see 
that where buildings are owned by mem- 
bers of the participating national organi- 
zation the owners immediately institute 
a thorough search for scrap, that where 
the owners employ managing agents 
these agents are given authority to dis- 
pose of such equipment as old boilers, 
radiators, plumbing fixtures, obsolete 
heating equipment and similar items 
which under ordinary circumstances the 
agents would hesitate to dispose of with- 
out the owner’s consent; that they en- 
courage tenants to clean out scrap in 
their apartments and office store room, 
lockers and other places where odds and 
ends are stored, and get owners to offer 
vacant property to local salvage commit- 
tees for use as salvage depots. 

The general procedure being devel- 
oped is for each national organization 
to get in touch with its local members, 
whether groups or individuals, stressing 
the urgency of the scrap situation and 
suggesting specific means for the local 
members to participate in the intensified 
organized drive. Wherever possible, lo- 
cal groups will make weekly reports of 
scrap collected to the national organi- 
zations participating in the drive. 

The importance of the feature of the 
plan which provides for authorizing 
building managers and superintendents 
to scrap material they might otherwise 
hesitate to discard is emphasized in a 
letter sent to life company presidents 
by Mr. Harrison. He suggested that in 
addressing circulars or letters to prop- 
erty managers it might be appropriate to 
mention specifically that they seek out 
such things as old boilers, radiators, 
plumbing fixtures, and obsolete heating 
equipment as well as all the small items 
which tend to accumulate on properties, 
since it has come to light that in many 
cases building superintendents feel that 
without home office approval they have 
not the authority to decide what can be 
contributed. 





Bond Wisconsin Manager 
of Acacia Mutual Life 


Leroy F. Bond, for 16 years with the 
Elmer Carson agency of Equitable 
Society in Milwaukee, has been ap- 
pointed Wisconsin manager of Acacia 
Mutual Life. He succeeds James P. 
Parker, formerly with the Thurman 
agency of New England Mutual Life in 
Chicago, who went to Milwaukee last 
February. Mr. Parker resigned to en- 
gage in defense work. 

Mr. Bond was a unit manager in the 
Carson agency. He is a former presi- 
dent of the Milwaukee Association of 
Life Underwriters and has been vice- 
chairman of the association committee 
on payroll allotment purchase of war 
bonds. 

Leonard S. Wolfe, who has been with 
New England Mutual Life there for 
seven years, has been named a Milwau- 
kee unit manager for Acacia Mutual. 
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Each Worker Must Carry 
More than His Share of Load 


An inspiring message on the place of 
life insurance and the life insurance 
worker in war time was given by Gerard 
S. Nollen, president of Bankers Life of 


lowa, to an assemblage of the entire 
home office personnel. The life insur- 
ance companies, he observed, have no 


right to draw upon the country’s supply 
of workers to a greater extent than nec- 
essity demands. As its men are drafted 
into the service and as workers are lost 
through voluntary resignations, the com- 
panies must plan to maintain their serv- 
ice with a smaller personnel. This places 
an added responsibility upon those who 
remain in life insurance work. Every 
worker in the home office and every 
salesman must meet the challenge to 
work with utmost diligence and energy, 
he asserted. Each life insurance worker 
should resolve to carry more than his 
share of the load. 

In sketching how life insurance fits 
into the war picture, he pointed out that 
millions of American citizens have 
joined in using the instrumentality of 
life insurance to provide greatly needed, 
but very moderate, financial security for 
themselves and their families. *No one 
would question the value of life insur- 
ance during peace time and its benefits 
serve to stabilize the economy of the 
country even during normal times. 


Makes Drastic Assumption 


He asked his listeners to consider 
what the result would be if the life in- 
surance business were suddenly re- 
moved. Millions of families suffering the 
death of the bread winner would be left 
in destitute circumstances and would be 
forced to look to charity or government 
aid. Millions of persons now depending 
upon payments they receive in the form 
of annuities or installment payments 
would have their only means of support 
removed. Great back logs of funds 
available in the form of policy loans or 
cash surrender values would no longer 
exist as a means of tiding over tempo- 
rary adversity. There would be wiped 
out 110 billion dollars of insurance pro- 
tection and there would be dissipated 35 
billion dollars of assets. That would ob- 
viously be a catastrophe to the American 
economy. 

The sudden elimination of all existing 


life insurance benefits would seriously 
impair public morale. On the contrary, 
he observed, the continuance of existing 
protection and extension of that protec- 
tion will make an effective contribution 
to the mobilization of public morale. 
War produces an unsettled state of mind 
because war creates uncertainty and in- 
creases the normal hazards of life. 
When a family is faced with financial in- 


security, doubts and fears arise which 
are detrimental to morale. A _ family 
which enjoys a reasonable degree of 


financial security is fortified against the 
economic hazards of war. 


New Sales Are Important 


The business of life insurance is es- 
sential to national welfare, he said, even 
during war time, not only because of the 
existing contracts but because of its 1s- 
suance of new policies as well. There is 
no difference in importance between the 
economic needs of a family which is al- 
ready protected and one which still 
needs protection. The welfare of the 
country would not be served by discon- 
tinuing the issuance of new life insur- 
ance. If the life insurance sales force 
were eliminated new life insurance issues 
would immediately shrink to an insignifi- 
can volume. The salesman is an impera- 
tive necessity as a means of persuading 
men who need life insurance to assume 
that responsibility. 

Mr. Nollen went on to say that life in- 
surance makes a direct contribution to 
the war effort through the investment 
of the companies in government bonds. 
During the current year the companies 
will buy government bonds totaling 
about 2% billion dollars and as time 
goes on no doubt that amount will be i in- 
creased. The life insurance business is 
loaning the government more than the 
difference between its operating income 
and its disbursements because some of 
the payment received on maturing in- 
vestments is reinvested in government 
bonds. Also the business is helping to 
control inflation. Such control is aided 
when income is saved in any form or is 
applied to the payment of debts instead 
of being used to purchase commodities 
in a restricted market. Every premium 
paid serves a constructive purpose dur- 
ing the war period, he declared. 
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Advanced Course in Detroit 

With 65 students enrolled, classes 
in advanced underwriting are being con- 
ducted jointly by the Detroit C. L. U. 
chapter and the extension department 
of the University of Michigan. Forty 
students are taking the work in Part A 
with George Jenson, Northwestern Na- 
tional, as instructor and 25 are enrolled 
in the class in Part C, of which Samuel 
E. Gawne is instructor. 


Williams Peoria Speaker 

J. P. Williams, Philadelphia, American 
College of Life Underwriters, will ad- 
dress a meeting of the Peoria (Ill.) C. 
L. U. chapter Nov. 13. Agents of Peoria 
and the surrounding towns are invited 
to attend. Mr. Williams will tell results 
obtained by agents who have taken the 
C. L. U. study course. 


John Williams in Indianapolis 


John P. Williams, director educational 
advisory department of the American 
College addressed the Indianapolis 
C.L.U. chapter Thursday on “The Im- 
portance of Life Insurance Service in 
Wartime.” The Indianapolis chapter 
claims to lead in ratio of total members 
to population. 


Equitable Life, Ia—October life in- 
surance and annuity sales totaled $5,- 
513,779, bringing the 10 month total 
to $45,468,126. October was the best 
month of 1942, except March, and was 
substantially ahead of recent months. 
Life insurance in force increased $1,- 
596,163 in October while the $13,316,- 
794 gain for the year brought the 
total to $632,036,827. Albert Rose, New 
York; J. H. Hilmes, Des Moines, and G. 
M. Groff, St. Paul, were the production 
leaders. Leading general agencies in- 
wee Hoey & Ellison, New York; F. 

McCormick, Des Moines, and H. Sy 
Bell Seattle. 

Great-West Life—Showing increases 
in eight out of the first 10 months, new 
business passed the 1941 total on Nov. 
3. Celebrating its 50th anniversary this 
year, the company is enjoying the larg- 
est new business for more than a dec- 
ade. Business in force has reached a 
new high of $688,000,000, an increase of 
$28,000,000 for the first 10 months. 


Randolph Paul Slated 


Randolph Paul, tax counsel of the 
Treasury Department, will be the fea- 
tured speaker at the annual dinner of 
the Life Managers’ Association of 
Greater New York Dec. 8. The dinner 
in the past has been an attraction for 
company executives attending the Life 
Presidents Association annual meeting. 


Rounds Out 25 ia 
with Connecticut General 








A. C. HICKMOTT 


Allerton C. Hickmott, financial secre- 
tary Connecticut General Life, has com- 
pleted 25 years of service. Mr. Hick- 
mott graduated from Dartmouth College 
in 1917 and then joined Connecticut Gen- 


eral’s financial department. He was 
elected assistant secretary in 1925 
and financial secretary in 1937. His 


knowledge and skill have led to many 
demands upon his time and_ services. 
In 1924 he drafted legislation to legalize 
investments in public utilities by savings 
banks in Connecticut and acted in an 
advisory capacity for similar legislation 
in Massachusetts and Pennsylvania. 


Valuable Publication Put 
Out by Union Central 


The Union Central Life has published 
in brochure form “Exacting Demands 
of Inheritance and Estate Taxes.” This 
is written from a layman’s viewpoint 
and it gives a working knowledge of 
the federal and state inheritance tax 
laws. It enables one to check up the 
assessment of these taxes on his estate. 
Then it suggests a practical way to mini- 
mize the consequences. The new revenue 
tax act of this year increases consid- 
erably the annual income tax and it also 
increases the percentage of capital as- 
sets that goes to the government imme- 
diately when any portion passes from 
_ possession either through gift or 
death. 


Accentuate Need for Insurance 


The difficult farm help situation offers 
additional possibilities for sale of life 
insurance. Older farmers with sons 
whom they had counted upon to operate 
the farm are short handed because the 
boys are in the army. Under normal 
conditions the problem of providing for 
his widow and younger children would 
be less acute as the farmer’s older sons 
could continue to operate the farm if 
he died. Now the farmer realizes that 
if he is gone his wife will either have 
to give up the farm or pay a high price 
for help. A few thousand extra life in- 
surance dollars will help his wife over 
the hump and enable her to retain the 
farm or at least keep it for a favorable 
market. 


Johnston Sees Post-war Activity 


“Economists generally predict a post- 
war period of great industrial and busi- 
ness activity,” declared Gale F. Johns- 
ton, field director war savings staff and 
former third vice-president of Metro- 
politan Life, in an Armistice day ad- 
dress in Reno, Nev. He based this pre- 
diction on the fact that the need for 
goods which have worn out or been 
out-moded by inventions and improve- 
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F ind Fire ‘ieee 
Profitable Contacts 





General Agents Recog- 
nize Opportunities for 
Small Town Business 


Pushing the sale of life insurance 
through fire insurance agents is being 
given more and more consideration by 
life managers and general agents who 
are finding it increasingly difficult to re- 
place business lost through agents going 
into the armed services and war indus- 
tries. Recruiting good men is difficult 
and as the younger men lost were usu- 
ally aggressive and produced a sizeable 
volume of business, it is nearly impos- 
sible to secure enough older men who 
have to be trained and_ probably 
financed, to replace the lost volume. 


Fire and casualty men are prosperous, 
as a result of the huge volume of busi- 
ness resulting from war work, but an 
important adv antage they have for sell- 
ing life insurance is that they deal with 
the big buyers. It is true that any good 
life insurance salesman can_ establish 
contacts in a large office or industrial 
plant and perhaps write hundreds of 
policies. The fire and casualty agent, 
however, has an entree to the boss, and 
his policies are apt to be in a fairly large 
amount. 


Fire Office Foresees Possibilities 


One Cincinnati office saw the oppor- 
tunity some time ago and prepared itself 
deliberately to handle life insurance 
cases. It subscribed to the Diamond 
Life Bulletins and bought other publi- 
cations, so as to render as good service 
in life insurance as it gave in fire and 
casualty. In 1941 this agency produced 
$1,000,000 in life insurance. There was 
one $450,000 policy and one for $150,000, 
which does not establish an average. 
But even taking out the two big cases, 
a production of $400,000 from a fire in- 
surance Office is a fine contact for any 
life insurance company. Except for the 
big cases, the office mentioned is main- 
taining its production this year. 


Provide Profitable Contacts 


Fire and casualty agencies provide 
profitable contacts in the smaller towns, 
because the small towns depend so much 
on farmers. The farmers have more 
money now than they ever had in their 
lives and they are impressed with the 
idea of saving to avoid inflation. One 
great advantage of a fire and casualty 
agency is that advances are not required 
in order to get them started. At the same 
time, an ingenious general agent has 
used advances with gratifying success. 
He picks out a good fire and casualty 
agent in a smal] town and offers him an 
advance of $50 a month. It is not in 
human nature to turn down $50 a month, 
and things run along until the agent has 
drawn $150 or $200, Then the general 
agent visits the town and persuades the 
agent to get into action. “You owe me 
$150 and you should at least write 
enough life insurance to reimburse me,” 
he argues. 


Gets a Taste of Blood 


The agent provides a few good leads, 
the insurance is written and the general 
agent reimbursed. However, by the time 
the agent has earned $150 or $200 by 
selling life insurance with the general 
agent, he is so keen for it that he goes 
right on, as a rule, and becomes a good 
producer. Of course, success is not as 
automatic as it sounds. The general 
agent really keeps in touch with his men 
all the time and before he makes his 
selling visit he has the agent worked up 
and ready to go, with his names all lined 
up and probably the first interview com- 
pleted. 








ments will provide a world wide re 
placement market. 
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Lack of Control Owes Men 


Checks Insurance Sales 


By JOHN F. WOHLGEMUTH 


Life insurance selling is about where 
it was 20 years ago or 40 years ago. 
The increase in national wealth has in- 
creased the number of buyers, and 
amount of life insurance in force, but 
it still takes about the same number of 
men to sell the same amount of insur- 
ance. Old men can remember when 
the New York Life’s $200,000 Club 
had the insurance world gawking at 
such a galaxy of stars, but where is the 
company today that can get along 
without a club having lower qualifica- 
tion? There is now a Million Dollar 
Round Table, but the number of mem- 
bers qualified is amply accounted for 
by the increased buying power of the 
public. Before the other war John Wan- 
amaker, and later his son Rodman 
Wanamaker, startled the world by the 
amount of life insurance they carried, 
but the increase in million dollar hold- 
ers has hardly kept pace with the in- 
crease in numbers of wealthy men. 


Has Not Made Progress 


For years it has been acknowledged 
that the ordinary life agency system has 
not made much progress. The vast im- 
provement in the policies, that is, in the 
product on sale, has not been accompa- 
nied by an equal improvement in sales. 

The cause of the lack of progress in 
sales results in ordinary life was iden- 
tified long ago. It is the lack of control 
over the efforts that the agents make. 
A heavy proportion of the present life 
insurance agents went into the business 
because they wanted to be “indepen- 
dent.” General agents have used this 
independence as a recruiting argument. 
The whole spirit of the ordinary agency 
organization is against the control or 
guidance of productive efforts. General 
agents themsleves relish their indepen- 
dence. They can not be compelled to 
wear themselves out training men to 


produce. Many of them are not good 
trainers. They have won a general 
agency, partly on personal production, 


and partly on the fact that the company 
wanted to “open” a town. 


“Stuck” with Unproductive Agents 


The companies are “stuck” with a 
vast agency organization that is not 
producing. A few have the courage to 
close offices that perhaps never should 
have been opened, but in general the 
companies are maintaining this vast or- 
ganization at a low level of efficiency. 
Some companies are trying to do some- 
thing about it, others are waiting for 
the war to end. : 

Those that are trying to do something 
about it turn naturally to education and 
training. Here is where a great waste 
occurs, in time and money. An aston- 
ishing number of companies try to pro- 
duce their own training material. They 
do not realize that pedagogy is a sepa- 
rate skill, not necessarily possessed by 
an agency executive or his juniors. They 
do not realize that the preparation of 
an adequate training scheme involves a 
long period of study. They are unaware 
that the mere cost of printing may ex- 
ceed the cost of material already avail- 
able. The time required in preparing 
the material postpones the time when 
it can be available to the agents. The 
cost of executive salaries, printing, etc., 
runs to amazing figures if true cost ac- 
counts are kept. 


Can Save Money Outside 


The Southwestern Life, which goes 
farther with agency training than many 
companies, instituted its methods sev- 
eral years ago, when production had 
been going down, as in other compa- 
nies. Vice-president Arthur Coburn in 
a letter to THe NATIONAL UNDERWRITER 
said: “We turned our minds to the 
preparation of an educational series. We 
inspected the educational series pro- 
duced by a number of prominent legal 


reserve life insurance companies. We 
found them inferior to those produced 
by commercial agencies. 

“It is my considered judgment that 
by buying training courses from outside 
commercial agencies, we not only se- 
cured the best training courses av ailable, 
but served the interests of economy.” 

Some years ago THE NATIONAL UNDER- 
WRITER prepared a “sales book’ for its 
men. This dealt solely with the prod- 
ucts of the company and was in one 
volume. The books as laid down cost 
$30 each, entirely apart from any 
charges for time of salaried men in the 
preparation of the material. Not long 
ago it was told confidentially of the cost 
of a special course prepared by a large 
company for its own use. When 
spread over the number of agents now 
under contract the cost per copy was 
almost incredible. When spread over 
the estimated number to be used in five 
years it was still startling. If there had 
been added an allocation of the salaries 
of a couple of high priced men who had 
given a good deal of time to the course 
the cost was a knockout. 


Leaders May Be Over-Burdened 


Cost of preparation is not necessarily 
the biggest consideration in choosing a 
course. Getting field acceptance of train- 
ing plans is a big job in itself. Not 
long ago a good sized company, with 
well over a thousand agents, felt itself 
confronted by the training job. <A 


couple of assistants in the agency de- 
partment offered to write a course. 
Their chief saw a vital difficulty. “Your 








Twenty-Four Billions 
in Endowment Insurance 


More than 24 billion dollars of 
endowment life insurance policies 
are in force in the United States 
today under some 38,000,000 pol- 
icy contracts, it is reported by the 
Institute of Life Insurance. 

This amounts to nearly one-fifth 
of total life insurance in force in 
this country and is more than the 
total life insurance of all kinds in 
force at the outbreak of the for- 
mer war. 





primary job is to get production,” he 
said. “No doubt you can produce an 
adequate course, but it will take a year, 
perhaps longer. Meanwhile we will be 
marking time, with all our men. I am 
in favor of buying something that is 
ready, if we can get it.” 

For a company “that can not spread its 
cost over a large agency force, “home 
production” is bound to be expensive. 
This is aside from the question of qual- 
ity, and aside from the delay in getting 
started. Except where there is a good 
“spread” over a big agency force the 
mere cost of preparation will be high, 
regardless of quality. Furthermore, 
quality is not always assured by having 
a course prepared by home office men. 

Men with the long experience of the 
editors of the Diamond Life Bulletins, 
for instance, are not easily found in 
agency departments. Assuming equal- 
ity of natural ability to start with, the 
years of experience of the editorial men, 
in studying agency methods and results 
in all parts of the country, raises a nat- 
ural presumption that the product of the 
editors will be superior to the product 
of the amateurs. It is not necessary 
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INSTITUTE OF LIFE INSURANCE 








Payments and credits to life insurance policyholders and beneficiaries in 
1941 were 2.6 percent greater than the total of premiums paid in by them, the 
Institute of Life Insurance reports. Analyzing the average income dollar of all 
life companies, the Institute reported that it was made up of 76.3 cents from 
premiums, 21.5 cents from interest earnings and 2.2 cents from other receipts. 
This average dollar was used as follows: 48.4 cents. were used for payments to 
policyholders and beneficiaries and 29.9 cents were used to increase policyhold- 
ers’ reserves, making a total of payments and credits of 78.3 cents; 15.7 cents 
were required for salaries, expenses and taxes, made up of 8.4 cents for com- 
missions and agency expenses, 2.6 cents for home office salaries, 1.7 cents for 
taxes and 3.0 cents for other management expenses; the remaining 6 cents were 


used as follows: 


0.4 cents for dividends to stockholders, 2.3 cents for asset 


adjustments, and 3.3 cents added to surplus funds. 








N. H. High Court 
Holds Rouillard 
Exceeded Authority 


The action of Commissioner Rouillard 
of New Hampshire in refusing to ap- 
prove an issue of guarantee capital pre- 
ferred stock by Phenix Mutual Fire of 
Concerd was exceeding his authority, 
the New Hampshire supreme court has 
held. The court granted Phenix Mutual 
a writ compelling Mr. Rouillard to ap- 
prove the record of a meeting of stock- 
holders which voted to issue $50,000 of 
such stock. The commissioner must ap- 
prove articles of agreement of an insur- 
ance company and actions by which they 
change their capital structure if these 
changes conform to the law and the 
commissioner has no discretion with re- 
spect to the wisdom of the actions of the 


companies in these matters, the court 
declared. 
Mr. Rouillard stated that he did not 


approve the issue on the theory that 
the present fund of Phenix Mutual Fire 
is sufficient. The court stated that the 
company alone has the right to deter- 
mine the question of what is wise. The 
only question for the commissioner to 
determine is whether the amendment to 
the charter is within the authorization 
of the law and has been legally adopted. 

The new issue, balanced in part by 
the retirement of other preferred stock 
now outstanding, will make the total 


guarantee capital of Phenix Mutual 
$128,445, while the statutory limit is 
$200,000. 








to assume that this will always be the 
case. A company may have some man 
of outstanding attainments who knows 
exactly what a course should contain, 
and has the faculty of skilled presenta- 
tion. But as a general rule, the chances 
in favor of a superior product, as com- 
pared with a home made product, are in 
favor of the work of trained editors. 
Several companies have made thor- 
ough investigation of the material avail- 
able through the Diamond Life Bulle- 
tins of THE NATIONAL UNDERWRITER and 
a number that have used the material 
long enough to see the results are un- 
restrained in their enthusiasm. 


New Tax Law Offers 
Sales Possibilities 


The drastic increase in income taxes 
creates a financial responsibility which 
will have to be assumed by his family if 
a taxpayer dies. Consequently, it is im- 
portant that he make provision through 
life insurance to meet taxes due. The 
taxpayer who pays his income tax quar- 
terly is usually at least a year in debt to 
the government, according to Equitable 
“Agency Items.” Additional life insur- 
ance is greatly needed by men in higher 
income brackets for under the 1942 rev- 
enue act, the $10,000 a year man will 
have to pay $2,152 in income taxes, the 
$15,000 a year man $4,052, and the $20,- 
000 man $6,452. 

The new $60,000 estate tax exemption 
which replaces the $40,000 life insurance 
plus $40,000 general property exemptions 
makes it imperative that agents review 
all life insurance programs of policy- 
holders affected. There will be oppor- 
tunities for rendering a real service by 
selling additional life insurance to take 
care of additional taxes. 

It is also possible under the new 
exemption limit to suggest that a policy- 
holder increase his life insurance to $60,- 
000 to provide liquid funds to pay estate 
taxes. This liquid quality of life insur- 
ance funds is particularly valuable in 
view of the wide fluctuation in security 
values and the lack of markets for prop- 
erty investments. 

Agents can also suggest the possibili- 
ties of taking advantage of the old gift 
tax provisions which will remain in ef- 
fect until Dec. 31, after which the ex- 
clusions will be reduced to 25 percent. 
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Now Market Ceensed Mental Attitude Is 


for Life Insurance 


U. S. Wages and Salaries 
Code Seen as 
Stimulating Sales 


Great opportunity for sale of new life 
insurance is created by the new federal 
regulations relating to wages and i 


aries, according to an analysis by E. 
Hoy, Chicago manager of Sun Life 7 
Canada. The regulations, which were de- 


signed to prevent inflation, would per- 
mit salary increases up to 5 percent ad- 
ditional without approval of the Na- 
tional Labor Relations Board, if de- 
signed to be used for the purchase of 
life insurance, on the theory that life 
insurance is non-inflationary. 

Also without doubt, Mr. Hoy com- 
ments, life insurance can be sold in busi- 
ness and industrial concerns on a con- 
tributory salary deduction basis with 
the employer paying a portion of the 
premium so that this would constitute in 
effect an increase of wage in a form that 
could not be used to purchase consumer 
goods and contribute to inflation. 


Provisions of Code 


The regulations impose a ceiling on 
wages or wage payments, bonuses, addi- 
tional compensation, gifts, commissions, 
loans, fees, etc. but exclude “insurance 
and pension benefits in a reasonable 
amount.” They go on to interpret this 
latter phrase as meaning: 

“4. Contributions by an employer to 
an employes’ trust or under an annuity 
plan which meets the requirements of 
section 165 (a) of the code, and 2. 
Amounts paid by an employer on ac- 
count of premiums on insurance on the 
life of the employe which amounts are 
deductible by the employer under section 
23(a) of the code, except that if such 
amounts are includible in the gross in- 
come of the employe under the code, the 
amount in respect of each employe may 
not exceed percent of the employe’s 
annual salary or wages determined with- 
out the inclusion of insurance and pen- 
sion benefits.” 

Thus without seeking approval from 
the N.L.R.B. an employer can increase 
wages of employes by 5 percent, this in- 
crease to be used to buy personal life 
insurance on the employe’s own life. Mr. 
Hoy believes that this _probably refers 
to new life insurance as it might be con- 
strued not to include life insurance al- 
ready in force on the employe. 


Carry Story to Employers 


A great market for contributory sal- 
ary deduction or savings life insurance 
plans, thus is created, Mr. Hoy believes, 
and there is much new business that 
can be done if life agents will merely 
explain the situation to employers. 

He said that he suggests the employer 
on such contributory plans embody the 
salary increase in a check which should 
be sent to the life insurance companies 
in payment of the premium on the em- 
ploye’s insurance. This check should 
show the policy number and the records 
should show the amount as deducted 
from the employe’s wage. Thus the rec- 


ord will be clear throughout that the 
increase is going into non-inflationary 
channels. Mr. Hoy also suggests that 


the employer execute a gift form to 
show that he does not own or have any 
interest in the employe’s policy. 

It is not quite clear how under an 
employe’s individual policy other than 
in a salary savings plan the government 
could be assured that the wage increase 
was earmarked exclusively for payment 
of new life insurance premiums, but 
doubtless this can be worked out satis- 
factorily. The important thing, accord- 
ing to Mr. Hoy, is that the government 
in these regulations is recognizing the 
non-inflationary characteristics of life 
insurance. 

So far as employes of life companies, 
organizations and agencies are con- 


Key to Sales 


SAN ANTONIO, TEX.—The great- 
est problem at the present time is not 
prospecting, approaches, presentations 
or closing but mental attitude, H. J. 
Cummings, vice- -president and superin- 
tendent of agencies Minnesota Mutual 
Life, declared before the San Antonio 
Association of Life Underwriters. 

The greatest handicap which any 
agent has is his own negative thinking. 
The average agent sits at his desk, 
worrying and thinking about all the 
possible reasons why people will not 
buy insurance from him. Production 
records show that the sale of life in- 
Surance increases in difficult periods 
over so-called normal times. Sales re- 
sults in Canada indicate what a smaller 
sales force can accomplish. Mr. Cum- 
mings predicted that agents in the 
United States will overcome the slump 
which has been noticeable for several 
years. 


Reluctant to Make Adjustments 


An unwillingness to change working 
methods and to adjust oneself to new 
income groups in selling is responsible 
for the lack of success by many agents. 
Mr. Cummings stressed the fact that 
agents accustomed to _ interviewing 
business and _ professional men must 
prospect among skilled workers who 
now have more money available for life 
insurance than the groups which hith- 
erto have been the source of prospects. 

Mr. Cummings developed the impor- 
tance of the salesman facing his own 
problem with courage and determina- 
tion and seeking a solution rather than 
debating whether he will quit. 





Companies Aid Canadian Loan 


TORONTO—Canada’s third victory 
loan, on which the books were closed 
Nov. 7, was oversubscribed by a good 
margin, the original objective being 
$750,000,000. Life companies took care 
of close to $150,000,000. Larger com- 
pany subscriptions are: Metropolitan 
Life, $20,000,000; Sun Life, Canada, 
$20,000,000; London Life, $15,000,000; 
Mutual of Canada, $15,000,000; Great- 
West Life, $12,000,000; Canada Life, 
$11,500,000; Prudential, $10,000,000; 
Manufacturers Life, $7,500,000; Confed- 
eration Life, $6,000,000; New York 
Life, $5,500,000; Imperial Life, Can., 
$5,250,000; North American Life, Can., 
$5,000,000: Dominion Life, $4,000,000; 
Aetna Life, $1,000,000; Monarch Life, 
Can., $1,000,000. 


Women Discuss Prospecting 

A round table “acres of diamonds” 
discussion on prospecting was the fea- 
ture of the League of Life Insurance 
Women meeting in New York. A typical 
group of clippings from a local news- 
paper was used as the basis of the meet- 
ing dealing with changes and promo- 
tions which could profitably be followed 
up by the agent. Various women com- 
mented on similar cases which had de- 
veloped business for them, sample pro- 
grams being outlined for each type of 
need shown. Mildred F. Stone, Mutual 
Benefit, was chairman. The program 
for the Dec. 1 meeting, to which policy- 
holders have been invited as guests, is 
a panel forum on women’s life insurance 
needs. 


cerned, it is possible to make an upward 
adjustment in wages if the employe is 
given increased responsibility. Also a 
manager can promote a deserving em- 
ploye from a lower bracket to higher 
bracket where the top permitted wage is 
greater. Then, too, it might be possible 
to secure a general wage increase for 
the office staff by applying directly to 
the N.L.R.B. 

The profit sharing and pension trusts, 
as is well understood, now, offer a much 
finer opportunity than before the regu- 
lations were promulgated because there 
has been a clear determination of what 
can be and cannot be done. 
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Some Bright Spots in 
Life Insurance Work 


While life insurance business is 
not easy at all these days there 
are some very bright spots to 
show that it can be written. For 
example, the Franklin Life has 
an agent, Virgil Wright at 
Brownsville, Tex., a city on the 
border on the far tip of the state, 
who paid for $211,000 of new busi- 
ness in October. In August he 
had slightly over $100,000. He is 
going strong these days. 

The Franklin Life increased its 
assets during the last two months 
nearly $1,000,000, about double 
for the similar period of 1941, 





To Follow aie Educational 


Requirement in Michigan 


LANSING, MICH.— Michigan de- 
partment officials are planning within 
the next few weeks to conduct a fol- 
low-up campaign on the ruling of last 
spring that all newly licensed life agents 
be required to complete satisfactorily an 
educational program provided by their 
companies and approved by the depart- 
ment. 

Seth Burwell, head of the life division 
of the department, and several other de- 
partment investigators will visit various 
general agents and branch offices to re- 
view the extent to which the educational 
programs have been carried out. They 
will go over training files for individual 
licensees, a number of whom have com- 
pleted the instructional courses, accord- 
ing to certificates filed with the depart- 
ment. More than 50 such new agents 
have been reported to the department 
as having met the educational require- 
ments in full. 

The company offices, it was indicated, 
will be required to maintain adequate 
records regarding the prescribed courses 
and the progress of the new agents tak- 
ing them, so that departmental reviews 
may be conducted from time to time. 

The program was worked out in co- 
operation with the state council of the 
Michigan Life Underwriters Associa- 
tion. 


McClain Goes Down with Ticket 

INDIANAPOLIS —Harry E. Mc- 
Clain, executive-secretary of the In- 
diana Association of Insurance Agents, 
who was candidate for state treasurer on 
the Democratic ticket, went down to de- 
feat with the rest of the slate, as the 
Republicans made a clean sweep of the 
state offices. Mr. McClain, however, ran 
ahead of the rest of the ticket in quite a 
few districts and had a total count above 
the average of the rest. He has a strong 
following of friends throughout the state 
in both political parties, especially 
among insurance people. He served sev- 
eral years as state insurance commis- 
sioner and made a good showing in that 
office. Members of the Indiana Asso- 
ciation of Insurance Agents who have 
expressed themselves appear to be well 
pleased that he will probably continue to 
serve that body. 


Jamison in San Francisco 
John H. 


training of 


Jamison, director of field 
Northwestern Mutual Life, 
addressed the San Francisco General 
Agents & Managers Association on 
“Recruiting and Training.” ; 

Mr. Jamison is on the Pacific Coast 
as a part of a tour of western general 
agencies of the company. He already 
has visited the San Francisco, Oakland 
and Portland agencies. He spoke before 
the Portland Life Underwriters Associa- 
tion on “Day-Tight Compartments.” He 
was in Los Angeles Nov. 9-12, ad- 
dressing a breakfast meeting of the Los 
Angeles association Nov. 10 and later 
he will hold meetings with the Phoenix 
and Albuquerque agencies. 

These meetings were arranged by the 
Northwestern Mutual to take the place 


Effects of War Are 
Viewed by Actuary 
Nicholson 


While most life companies and frater- 
nals are experiencing unusually low mor- 
tality this year the end results of war 
mortality are yet to be ascertained and 
when the service men return home they 
may bring epidemics which will attack 
the entire population, Earl Nicholson of 
New York, actuary, told the New Jersey 
Fraternal Congress at its meeting at 
Jersey City. The depleted medical staffs 
may prove inadequate to take care of 
the civilian population. 

Another effect of war may be on the 
security and return on investments. The 
interest trend has been continuously 
downward. Mr. Nicholson said it seems 
obvious the longer the war lasts the 
greater will be the ratio of government 
securities to total investments held by 
life insurance institutions and the lower 
the interest return. The quality of the 
investment will improve but the yield 
will be lower. 


Expects Reducing Return 


A second factor is the accelerated 
rate of repayment on existing mort- 
gages and other indebtedness. In this 
period with relatively high income pre- 
vailing and relatively high rates of 
profits, individuals and corporations will 
seek to put themselves in good financial 
condition to withstand a post-war shock. 
The effect of both factors will be in 
the direction of reducing overall rate of 
return. 

War is not responsible for but piel. 
ably has accentuated the trend toward 
revising policies to base reserves on a 
lower assumed interest rate, which 
would be accelerated by the commis- 
sioners adopting the Guertin committee 
report on nonforfeiture values and mor- 
tality tables. 

Due to stabilizing prices and wages, 
no great advance in overall costs in 
home office and field forces are seen 
by Mr. Nicholson such as occurred in 
1917-18. However life institutions may 
be seriously handicaped in maintaining 
staffs and continuing quality of service 
to members. New business may decline 
because sales people will be taken away. 
The proportion of women on staffs in 
the field will be greatly increased. 


Changes in Methods: 


Gas and tire shortage may force 
change in the customary procedure. 
Then there is the existing shortage of 
medical examiners which may be ex- 
pected to be more acute in the next 
six months as it is estimated the mili- 
tary services will draft at least a third 
of practicing physicians in the younger 
and more active groups. Extension of 
nonmedical may be anticipated as a step 
to offset this trend. 

President O. A. Kottler, Artisans 
Order of Mutual Protection, reported 
37 societies now are members of the 
congress, eight having been admitted 
recently; Catholic Knights of St. George, 
First Catholic Slovak Ladies Union, 
Hungarian Reformed Federation of 
America, National Slovak Society, Polish 
Beneficial, Rakoczi Aid, Workingmen’s 
Sick Benefit. 


Zone 3 Commissioners’ Parley 
JEFFERSON CITY, MO.—Superin- 


tendent Scheufler of Missouri, chairman 
of Zone 3 of the insurance commission- 
ers, held a zone meeting in Jack- 
son, Miss., Nov. 11-12. Official matters 
of concern to the states in the zone and 
general matters that may be of interest 
at the winter meeting of the National 
Association of Insurance Commission- 
ers in December were considered.’ This 
is a regular meeting of the zone. 








of the two west coast meetings usually 
held, to relieve the wartime strain on 
the transportation facilities. 
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Dispose of 
Municipal Bonds 





(CONTINUED FROM PAGE 1) 


switch substantial blocks of their hold- 
ings into governments without sacri- 
ficing revenue. It is the only way that 
this could be done to any extent. 

Because of lessened driving due to the 
gasoline and rubber shortage there has 
been some tendency on the part of life 
companies to sell the type of securities 
that is backed only by revenues, such 
as gasoline taxes in the case of highway 
bonds and toll receipts frem_ bridges. 
However, such sales have been trifling 
compared with the sales of securities 
backed by full faith and credit of the 
political subdivision involved. Incident- 
ally, while the $14,100,000 block which 
Prudential sold consisted of highway 
bonds these were backed not only by 
the gasoline tax revenues but by the 
state itself, so that there was no ques- 
tion of the securities being any less 
amply secured than regular New Jersey 
state bonds. 

Quite a few states have put out bond 
issues which are backed only by gasoline 
taxes or other stipulated revenues and 
are not a general obligation of the state. 
Among these states are Florida, Missis- 
sippi and Colorado. These obligations 
are not very largely held among life 
companies. 





Midwest Commissioners 
Form Organization 





(CONTINUED FROM PAGE 1) 


special committee on reinstatement of 
policies which previously had no war 
risk clauses. 

It was recommended that the Na- 
tional association adopt a rule that no 
policy forms be approved by any de- 
partment unless such forms have been 
first approved or filed with the domicil- 
iary state. 

Other short discussions included _li- 
censing of agents who have been called 
into armed services, taxation of premi- 
ums waived on account of disability of 
the insured, method of paying commis- 
sions written for a five-year term with 


premium ouseite in installments and the 
reinstatement of the face of fire policies 
after a loss. 


Effect of Budget 
on Canadian Sales 





(CONTINUED FROM PAGE 2) 


the large majority of sales being made 
today, consideration given to life insur- 
ance premiums in the budget is defi- 
nitely not a factor. 

“During the period of the last war, 
the public generally became life insur- 
ance conscious. The same thing is hap- 
pening today, accentuated no doubt by 
the fact that during intervening years 
people have become increasingly sold 
on the value of life insurance and have 
also become more impressed than ever 
by the splendid record of the life insur- 
ance companies. It would in fact be 
surprising and a cause for concern if 
life insurance sales did not increase by 
leaps and bounds and in even greater 
measure than was the case during the 
last war. 

“Undoubtedly the fact that the gov- 
ernment in its recent budgetary provi- 
sions focussed attention on the impor- 
tance of life insurance in the social and 
economic life of the nation, by extend- 
ing some consideration to the man who 
makes provision for his family through 
life insurance, has enhanced the value of 
life insurance in the public mind and 
has to that extent had a bearing on life 
insurance sales. 

“We are firmly of the opinion, how- 
ever, that the main reason for the pres- 
ent trend in life insurance sales goes 
back much farther than any budgetary 
provisions and is infinitely more funda- 
mental in character.” 





Three Policyholders in 
Panel Praise Life Agents 





(CONTINUED FROM PAGE 3) 


that I don’t associate inflation with it,” 
another commented. 

They were asked where they would 
be most likely to see an advertisement 
on life insurance, and replied unani- 
mously in favor of magazines. The 
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Nothing Beller in Life Insurance 





credibility of general advertising was 
‘rated low, but that of life insurance ad- 
vertising got a high score primarily be- 
cause life insurance advertising is non- 
competitive and sells an idea. The 
policyholders admitted the attraction 
value of pictures in advertising and ex- 
pressed an antipathy toward scare copy. 
None of the three had seen the current 
health campaign sponsored by life in- 
surance. 

Regarding direct mail: One never had 
received any, the second couldn’t recall 
any, and the third was uncertain but be- 
lieved he had received a letter about a 
physical check-up, “to which I paid no 
attention.” 


One of the three admitted having re- 
ceived blotters but didn’t know the com- 
pany or agent, and one had received 
a calendar and knew both agent and 
company. Premium notice enclosures 
rated just as badly. 

Questions had been worked out in ad- 
vance by members of the Keystone 
Group and submitted to Nelson A. 
White, advertising manager Provident 
Mutual, who acted as interrogator at 
the meeting. 

The policyholders were Mrs. Olga 
Cahill, editor at the John C. Winston 
Co.; Owen B. Rhoads, attorney, and 
Ralph V. DeKalb, president Alfred J. 
Jordan, Inc. 


South Dakota Test 
Case to Decide 
State Income Tax 


A friendly test suit was commenced 
last week in South Dakota by the state 
to decide whether insurance companies 
which pay premium taxes are neverthe- 
less liable for the state income tax on 
income from their South Dakota prop- 
erties. Connecticut General Life was se- 
lected as the defendant. The specific 
point involved is the meaning of the 
phrase in the state income tax law 
which relieves from liability insurance 
companies which are specifically ex- 
empted from taxation, excepting the 
gross premium tax. 





Creath Resigns Union 
Central Birmingham Post 


J. Allen Creath has resigned as man- 
ager of the Union Central general 
agency at Birmingham, Ala., and, it is 
understood, he has been appointed gen- 
eral agent for another company in that 


city. Thomas N. Beach continues as 
general agent for Union Central at 
Birmingham. 





N. C. 


policyholders. 








An APP a Week 
For 25 Years 


Twenty-five years of continuous mem- 
bership in the Pilot’s App-A-Week Club is 
the distinguished achievement of R. O. 
Browning, General Agent in Burlington, 


Long one of the Pilot's top flight produc- 
ers of quality business, Mr. Browning has 
at one time or another won every produc- 
tion honor offered by the Company, and his 
faithful and effective service has gained for 
him an ever-widening circle of satisfied 


Mr. Browning's achievements stand as a 
monument to his quarter of a century of 
service, and are a distinct credit to the en- 


tire insurance fraternity. 


PILOT LIFE , 
INSURANCE CONPANY deem 


GREENSBORO, N. C. 
Emry C. Green, President 
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EDITORIAL 


COMMENT 





Builder of an Organization 


chair- 


Na- 


Hall, 


Lincoln 


The death of Arthur F. 
man of the board of the 
Life, emphasizes his marvelous 
administrative ability in building a 
strong, hard-hitting, resourceful organi- 
zation. Mr. Hall believed that a success- 
ful administrator developed an organi- 
zation and did not attempt to glorify or 


tional 


magnify himself. He was interested in 
having an all-round body of working 
people. He did not seek the center of 


the stage himself and he was always 
willing to give men of ability and prom- 
ise a chance. He had seen the weakness 
of some companies in almost deifying 
the heads. The organization therefore 
in itself suffered. Mr. Hall was essen- 
tially a great builder, a constructive 
force. The Lincoln National will be a 
monument to unusual organizing 
ability. His passing is felt keenly in the 
business. 


his 


Interesting Production Campaign 


THE Union Central Life during No- 
vember is carrying on an interesting con- 
test which has much merit in it. Differ- 
ent companies are devising various plans 
to get agents into greater production, 
give them more stimulus and encour- 
agement and develop a higher morale. 
These are days when life insurance go- 
ing is rough and hard and any help 
from any direction is thankfully re- 
ceived. 

The Union Central Life has simply 
asked each agent to go to a certain num- 
ber of people, preferably with whom he 


is acquainted, and request from each one 
the names of three people who are mak- 
ing more money now than they were a 
year ago. Before the contest was put in 
effect a test was made with agents in 
different and the results were 
highly gratifying. This gives the agents 
a definite list of prospects that are in 3 


sections 


better situation than they were 12 
months past. They have more money, 
their buying power is increased. It 


seems to us that this is a very practical 
basis for 
It gives agents a 


a business getting campaign. 


definite duty. 


War Bonds as an Educational Force 


Tue ultra-simplified investment appeal 
of war bonds, “Give Three—Get Four,” 
introduces a way of looking at interest 
yields that may lead to a better under- 
standing on the public’s part of the in- 
vestment role of life insurance. With war 
bonds there is little stress on the annual 
rate of interest earned, as there was with 
the Liberty Bonds of the last war, for 
the current securities do not produce any 
yield until they mature or are sold. The 
constantly increasing cash value of a life 
insurance policy is comparable with the 
yearly increase in value of a war bond. 
As with war bonds, the appreciation in 
value cannot be realized until maturity 
or surrender. 

It may be that through this analogy it 
will be possible to educate policyholders 
more readily in the understanding of the 
function of the legal reserve. This is a 
point which is generally taken for 
granted but because it is so imperfectly 
understood by the public offers a fertile 
field for counsellors, twisters and others 
who find it profitable to fish in muddied 
waters. 

The favorite argument of the twister 
or the term insurance advocate is that 
the man who buys anything but term is 
paying for insurance that he is not get- 
ting. The adviser points out that the 
yearly increase in the policy’s cash value 


that the protection” ele- 
ment is diminished by that amount. The 
term enthusiast argues that when a com- 
pany pays an ordinary life death claim 
of $1,000 on a policy in force for some 
years it is really only paying a claim of 
$600 or $700, the remainder being made 
up by the assured’s own savings as rep- 
resented by the reserve. 

What makes this sort of sophistry be- 
lievable to the insured is of course his 
failure to understand the basis of legal 
reserve life insurance. To some extent 
the customary method of selling has fos- 
tered this ignorance for it is easier to 
make a sale on the basis that the man 
pays so much a year and thereby assures 
his widow of a specified number of dol- 
lars whenever he may die. 

If the policyholder could understand 
that a certain percentage of his premium 
goes into building up the legal reserve 
and that another percentage contributes 
to the payment of death losses he would 
be much less open to the wiles of the 
twister. Admittedly it is more complex 
to divide life into its risk- 
sharing element and its investment ele- 
ment but with reasonably intelligent pol- 
icyholders it should be possible to get 
them to understand the principle of the 
legal reserve when it concerns some- 
thing so important to them as their life 


means “pure 


insurance 


insurance. Each of the two elements is 
relatively easy to understand. The gen- 
eral public is well aware of pure risk- 
sharing as embodied in fire insurance. If 
the appreciating-value principle of the 
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legal reserve is made familiar to all 
through the purchase of war bonds it 
should be equally easy for the public to 
understand how the investment element 
in life insurance works. 








PERSONAL SIDE OF THE BUSINESS 





Ned C. Litwack, with 
MacWhinney agency of 
Mutual Life in Newark, led all agents 
of the company for the first nine 
months in ordinary production and or- 
dinary premiums. 

Leon A. Soper, formerly of the home 
office staff of Phoenix Mutual Life, and 
now manager of its Los Angeles 
agency, observed his 30th company an- 
niversary Nov. 1. While at the home 
office, he was manager of sales promo- 
tion, and played a part in the develop- 
ment of its widely recognized direct 
mail plan. Later he transferred to field 
work as agency assistant, and, in 1930, 
was appointed to his present position. 
Mr. Soper was the first president of the 
Insurance Advertising Conference. 

President John M. Powell and vice- 
president W. B. Cornett of Loyal Pro- 
tective Life, Boston, have returned from 
a trip visiting agents and agencies in 
the mid-west and on the Pacific Coast. 
Mr. Powell also called at the Toronto 
agency on his return trip. 

Walter C. Weissinger, agency director 
of New York Life in Milwaukee, will 
head the Y.M.C.A. membership enroll- 
ment campaign this month. He partici- 
pated in Y.M.C.A. campaigns the last 
three years as a division commander. 


Charles O. Winter, at the age of 88, 
has commenced his 70th year with Aetna 
Life. He is believed to be the oldest 
active insurance company employe in the 
country. He first joined Aetna Life on 
a temporary basis to do work on mor- 
tality calculations but he soon became 
a permanent employe and he has been a 
member of the actuarial department ever 
since. He arrives at the office at 8:30 
each morning and in his 69 years he has 
never missed a day through illness. 
However, he did lose two weeks due to 
injuries in an accident 12 years ago. He 
was born in Rockville, Conn., and he 
was once prominent in athletic circles’ 
He is the only surviving member of the 
Sackmaier Bowling Club. 

J. Roger Hull, vice-president and man- 
ager of agencies of Mutual Life of New 
York, was honored by the field force on 
his first anniversary in the post. Harold 

Taylor of the Taylor agency, New 
York, presented Mr. Hull a bouquet of 
roses at a gathering of home office and 
New York agency people which was at- 
tended by A. E. Patterson, executive 
vice-president. Each rose contained a 
telegram from an individual agency, stat- 
ing number and volume of applications 
obtained by that agency on Mr. Hull’s 
anniversary. 


George Malcolm-Smith of the Trav- 
elers publicity department, author of 
“Slightly Perfect,’ the 1942 best seller 
among insurance men, has gone on the 
air over WTIC with a weekly series of 
broadcasts entitled, “Gems of American 
Jazz” at 6:15 p. m. Sundays. The pro- 
gram also is being transmitted by fre- 
quency modulation station W53H_ of 
Hartford. The broadcasts feature com- 


the J. Bruce 
John Hancock 


ments on jazz and records from Mr. 
Malcolm-Smith’s personal collection, 
many discs being rare and out of print. 


Leon N. Lefebvre of the Binder 
agency of Equitable Life of Iowa, 
Portland, Ore., who ranks third in paid- 
for applications, has a unique hobby. 
He has about 500 policyholders now in 


service in all parts of the world. He 
has obtained about 50 photographs 
which adorn his office wall, under a 
sign reading, “A Few of My Friends 
and Policyholders Who Are Serving 


Their Country.” 


William §S. Rodgers, assistant ordi- 
nary manager of Prudential in Florida, 
has become president of United War 
Chest, Inc., of Tampa. 


C. Petrus Peterson, general counsel 
of Bankers Life of Nebraska, was re- 
elected a member of the unicameral 
legislature there. 

Johnson D. Hill, president of Atlas 
Life of Tulsa, was elected to the lower 
house of the Oklahoma legislature. He 
was the only Democrat to be elected to 
the state legislature from Tulsa county. 


Hiram W. Moore, general agent in St. 
Paul of Mutual Life, has been elected 
president of the St. Paul Kiwanis Club. 

Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, who had been in St. Luke’s 
Hospital in Chicago after a very serious 
gall bladder operation, was taken to his 
home Tuesday of this week. He will 
now be obliged to go through weeks of 
recuperation. He will not be able to get 
to his office until after the first of the 
year. 

F. A. Schnell, general agent Penn Mu- 
tual, was campaign chairman of the 
Peoria, Ill., community and war fund 
drive, which was 17 percent over quota, 
or a total of $525,467. L. O. Schriver, 
general agent Aetna Life, was on the 
executive board, and spoke at one of the 
report meetings of the fund campaign. 

Thomas P. McHugh, superintendent 
of Cincinnati 2 district for Prudential, 
was feted at a dinner on the occasion of 
this 25th anniversary with the company. 
Representing the home office were Alfred 
Wiedman, assistant secretary, and J. W. 
Whitla, division manager. 


Sets U. S. Insurance Record 


Ensign Leland T. Waggoner, mem- 
ber of the instruction staff of the naval 
(women’s) reserve midshipmen’s school 
at Northampton, Mass., and former 
agency assistant in the sales promotion 
department of Mutual Life of New 
York, was responsible for setting a new 
record for purchase of national service 
life insurance. More than 98 percent 
of the student officers recently applied 
for approximately $5,000,000 of insur- 
ance for an average size policy of about 
$6,000 after Ensign Waggoner ex- 
plained the benefits to them. 
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“He has us taking turns kicking him because he kept putting off buying insurance 


protection for his family.” 


DEATHS 











Harrison B. Smith of Charleston, W. 
Va., one of the city’s influential business 
men and founder of George Washington 
Life, died after an illness of more than 
a year’s duration. He was born in 
Charleston, Sept. 7, 1866. He was a 
graduate of the old Kanawha Military 
Institute, attended Washington & Lee 
and graduated from Princeton in 1886. 
He was president of the Kanawha Bank- 
ing & Trust Co. and a senior partner in 
the law firm of Price, Smith & Stillman. 
He was also president of the West Vir- 
ginia Coal Land Company. He was na- 
tionally known as a composer and mu- 
sician. He founded George Washington 
Life in 1906 and served as president un- 
til he disposed of his controlling interest 
in 1933. He was the owner of policy 
No. 1. 

Raymond W. Hanson, 53, Des Moines, 
former Iowa department examiner, died 
of leukemia at Iowa Methodist hospital. 
He was an auditor of Iowa Bonding & 
Casualty and a special representative of 
Union Central Life at the time of his 
death. 

W. C. Jones, 82, retired local agent of 
Shawnee, Okla., died there. He was a 
director of Mid-Continent Life of Okla- 
homa City. 

The funeral services for President 
F. H. Rhodes of the Berkshire Life 
were held in the First Church of Christ, 
Congregational, Pittsfield, with the Rev. 
John Gratton officiating. 

Honorary pallbearers were directors 
of Berkshire, including Judge J. C. 
Crosby, W. M. Crane, Jr., John Barker, 
R. H. Davenport, H. L. Amber, R. H. 
Gamwell, W. A. Whittlesey, W. A. 
Paxton, S. W. Morton, Congressman A. 
T. Treadway, Judge W. A. Burns, L. 
R. Connor, J. E. Wall, and also Com- 
missioner Harrington of Massachusetts, 
President B. J. Perry of Massachusetts 
Mutual, Julian S. Myrick, vice-president 
Mutual Life of New York; Harvey 
Weeks, Central Hanover Bank, New 
York; J. C. Behan, vice-president 
Massachusetts Mutual; J. M. Hol- 
combe, Jr., manager Sales Research 
Bureau; H. S. Watson, president Berk- 
shire Trust Company; C. W. Power, 
president Pittsfield Third National 
Bank; C. F. Martin, president City Sav- 








ings Bank, Pittsfield, and H. M. Smith, 
Mr. Rhodes’ personal secretary. 

Included also were Berkshire Life of- 
ficers and R. A. McKean, president of 
the Rhodes Club. The home office sus- 
pended business during the afternoon 
while the services were being held and 
flags on the building were at half staff. 
A number of Berkshire managers were 
present. 


Elections Portend 
State Changes 





(CONTINUED FROM PAGE 4) 
Republican, is not expected to change 
the situation in the state insurance de- 
partment. Governor Heil was the only 
major state official rejected by . the 
voters, with the Republican incumbent 
lieutenant-governor, secretary of state, 
state treasurer and an increased Re- 
publican majority in both the senate 
and the assembly elected. 

Commissioner Morvin Duel’s four- 
year term expires June 30, 1943, al- 
though he did not take office until Oct. 
1, 1939. Former Commissioner Morten- 
sen held over three months, pending 
the appointment of a successor by 
Governor Heil and confirmation by the 
senate, after his regular term had ex- 
pired June 30, 1939. The appointment 
and confirmation came late in the leg- 
islative session that year, since Mr. 
Duel was an administration leader in 
the senate, having been elected from 
his home district of Fond du Lac. 
Duel, who was a local agent before his 
appointment, resigned his state position 
just before the senate confirmed his ap- 
pointment as commissioner. Even 
Progressive and Democratic political 
opponents in the senate spoke for the 
cenfirmation and lauded his public and 
private record. 

The Wisconsin legislature will hold 
its next session in 1943. Under the pe- 
culiar political setup in Wisconsin re- 
sulting from the Loomis election, it is 
difficult to predict future events. How- 
ever, it is generally believed that if Duel 
wants another term, the Republican- 
controlled senate will hold the upper 
hand and that senate confirmation 
will undoubtedly be withheld unless the 
Frogressive governor names the “right” 
mien. 














Biographical Questionnaire 


When man is born, people ask: “How is the 
mother?” When he marries, they say: “What a 
beautiful bride!” When he dies they ask: “How 
much did he leave her?” — Fountain Inn (S. C.) 
Tribune. 


How much he leaves is the business of few 
outside his family, but if the inquiry can be an- 
swered in generous terms of your business, Mr. 
Life Underwriter, the “beautiful bride” will be a 
grateful widow. 


GIFS company of WIRGUNIA 


Home Office: RICHMOND 











BRADFORD H. WALEER, President 





“The Natural Bridge to Security’ 


HEARD IN A BLACKOUT 


SURE, I’M MAKING MORE MONEY... 
BUT | HATE TO THINK OF WHAT MY : 
FAMILY WOULD BE UP AGAINST IF 

ANYTHING HAPPENED TO ME. 


WELL, SIR, I'VE GOT RELIANCE 
LIFE’S PERFECT PROTECTION* 
AND I’M NOT WORRYING ABOUT 
A THING 


*PERFECT PROTECTION . . . the Reliance 
Life policy that covers all risks. Today, when 
time is so much more valuable—and requires 
so much more protection—this always popular 
life policy is a greater favorite than ever. 
Benefits are paid at death or retirement... 
to provide income in case of disability ... to 
pay bills caused by accident or sickness. Get 
the whole story from the nearest Reliarice 
Manager, or write to 


RELIANCE LIFE 


INSURANCE CO. OF PITTSBURGH 
Farmers Bank Building Pittsburgh, Pa. 
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NEWS OF THE COMPANIES 





Substantial Gains 
for Country Life 


Substantial gains are reported by 
Country Life for its fiscal year which 
ended Sept. 30. Paid business for the 
12 months totaled $21,466,130. Insur- 
ance in force gained $15,347,229, total- 
ing $179,208,038. Assets total $17,328,- 
159, a $2,764,930 increase. Surplus was 
increased by $474,113 to $2,360,253. 
Policyholders were paid $376,841 in cash 
values and dividends and death claims 
totaled $459,145. 

Ray Barr, La Salle county, led gen- 
eral agents in production with $769,500 
for the year while Anne Miller, Will 
county general agent, led in personal 
production with $651,500. 
operates in Illinois only. 

Although gas rationing will necessi- 
tate some readjustment in working 
methods, Dz. C. Mieher, home office 
manager, is optimistic regarding sales 
possibilities as the increased income of 
the average farmer will enable agents 
to secure more business in limited terri- 
tories. In other words, the agent won’t 
have to travel so far between calls to 
find prospering prospects. 


Old Line Life Reports Good 
Gains for Third Quarter 


MILWAUKEE—Old Line Life of 
America had $88,277,126 of life insur- 
ance in force at the end of the third 
quarter, a net increase of $2,724,397 
since the first of the year, President 
J. E. Reilly reports. New paid for life 
business gained 8.75 percent, and acci- 
dent and health premiums also recorded 
a substantial gain. Lapses and sur- 
renders continued to run extremely low. 

Admitted assets increased $963,777 to 


Country 





an all-time high of $25,349,389. Invest- 
ment in government bonds almost 
doubled, increasing from $1,538,798 to 
$2,935,328. Gross income was $3,462,- 
200, a gain of $198,591. Disbursements 
were $2,525,311, with taxes amounting to 
$97,217 and payments to policyholders 
and beneficiaries totaling $1,460,571. 





Peoria Life Receivership 
Is Discharged 


With distribution completed of the re- 
maining assets of the defunct Peoria 
Life, Circuit Judge Daily Monday signed 
an order terminating the receivership 
proceedings which were instituted just 
nine years ago this month. T. W. Swain 
has been receiver since July 22, 1941. 
C. V. O’Hern was the original receiver, 
serving more than seven years. Many 
policy holders elected to take a reinsur- 
ance contract with Alliance Life, the 
successor company, but others asked for 
ern share under the liquidation 
plan 

In approving the report of distribution 
and signing the petition for discharge, 
Judge Daily said he would retain juris- 
diction of Peoria Life assets which were 
paid to Alliance Life under the reinsur- 
ance plan. Liens against policies have 
been reduced. 





Columbian National Dividend 


Columbian National Life has paid a 
dividend of $2 per share to stockholders 
or a total of $40,000. This is the first 
payment to stockholders since 1936 
when the dividend amounted to $4. 








COMPANY MEN 





‘ his money on deliv- 
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‘Here an agent is a real 
Mesh and blood per- 
‘ sonality to everyone 

in the Home Office 

from the office boys to 
the President AND— 
we are not so big that 
anyone on the assem- 
bly line forgets that an 
agent can only make 


ered policies. That's 
why the app gets 
right-of-way until the 
policy is in the mail 
bag. 


CENTRAL LIFE 


Insurance Company 


of Elinois 
211 W. Wacker Drive, Chicago 








Atrrep MacArruur, President 





Occidental Revises 
Brokerage Setup 


Occidental Life of California has made 
some important changes in its brokerage 
department setup. 

James L. Collins, a veteran of 25 
years’ agency executive work in two 





JAMES L. COLLINS 


companies and for the past four years 
with Occidental’s brokerage department 
exclusively, is appointed home office 
brokerage manager. He will supervise 
campaigns for brokerage business 
throughout the country. J. Edward Car- 
nal, brokerage manager in the Chicago 
branch, is promoted to assistant home 
office brokerage manager. He will have 
headquarters for the present in Chicago 
and will help Mr. Collins in the initiation 
and development of brokerage campaigns 
in the midwest. Mr. Carnal joined Occi- 
dental in 1936 and went to Chicago from 


Fort Wayne, where he had been man- 
ager. 
Succeeding Mr. 


Carnal as Chicago 





J. EDWARD CARNAL 


brokerage manager will be Charles A. 
Fargo, who has been assistant broker- 
age manager there. He has had almost 
20 years’ experience in the business. He 


was with Aetna Life in Chicago for 
seven years and before that was with 
the old Missouri State Life and later 





CHARLES A. FARGO 


General American. Assistant brokerage 
manager in Chicago will be Robert L. 
Seiler, who joined Occidental last June. 
He entered life insurance in 1939 with 
Mutual Benefit Life and more recently 





MR. AGENT: 
Your No. 


LIFE INSURAN 








is to help prevent inflation. 


You have one of the most effective medi- 
ums at your command. USE IT. Sell the 
idea of systematic monthly saving for the 
purchase of life insurance thereby materi- 
ally aiding in the effort to curb inflation. 


Right in your territory, expanding war in- 
dustries increase the number of employee 
groups whose life insurance needs can best 
be met by Minnesota Mutual's popular pay- 
roll deduction plan. This plan is already in 
force in over 500 concerns and involves 
practically no expense to the management. 


A Quarter Billion Dollar Mutual Com- 
pany, 62 years old, with an under- 
standing, cooperative Home Office. 


THE MINNESOTA MUTUAL 


Saint Paul, Minnesota 


1 Wartime Job 


CE COMPANY 
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has been with Connecticut Mutual in 
Chicago. 


Waller Training Assistant 
at Mutual Life Home Office 


Eddie E. Waller, agency organizer in 
Savannah, Ga., for Mutual Life of New 
York since 1931, 
has been appointed 
training assistant 
at the home office. 

He is a_ past 
president of the Sa- 
vannah Life Un- 
derwriters Associa- 
tion and an organ- 
izer of and past 
vice-president Geor- 
gia Association of 
Life Underwriters. 
He attended Mer- 
cer University and 
taught school be- 
fore entering life insurance in 1928. 





E. E. Waller 


Imperial Life Promotions 


The Imperial Life of Canada has pro- 
moted G. T. Prentice, formerly assist- 
ant actuary, to associate actuary. G. S. 
Martin has been appointed assistant ac- 
tuary and A. R. Poyntz assistant to the 
general manager. 





Godsoe to Dominion Post 


J. Gerald Godsoe, assistant general 
manager of Confederation Life, has been 
called to Ottawa to become associate 
coordinator of controls for the Domin- 
ion. He joined Confederation Life in 
1931, forming its legal department. He 
became assistant solicitor in 1934, solici- 
tor and executive assistant in 1936 and 
assistant general manager in 1939. 





Manufacturers Life has appointed W. 
R. Parr assistant agency secretary. 








Post-War Review of War Clauses 


In a talk before the convention of 
the Connecticut Association of Insur- 
ance Agents last week, Commissioner 
Blackall said that war rider clauses now 
being adopted by the life companies had 
not been approved for permanent use 
by the Connecticut department. He said 
that the department would call for a re- 
view of these clauses after the war is 
over. 


LIFE AGENCY CHANGES 





Travelers Names 
Field Assistants 


Travelers has named a number of field 
assistants in branch office life depart- 
ments. F, X. Johnson, formerly mana- 
ger Gulf Oil Corporation, Bridgeport, 
Conn., was appointed in the branch 
there. He is a graduate of Scranton Uni- 
versity. His father, Ross H. Johnson, 
is a Travelers agent in Moosic, associ- 
ated with the Reading branch office. 

H. B. Bullenkamp was named in the 
55 John street branch, New York City. 
He has represented Travelers since 1925, 
and since 1931 has been assistant mana- 
ger with Louis Reichert, Travelers life 
general agent in New York City. 


Dallas, Chicago Appointments 


H. G. Richards has been appointed 
in the Dallas branch. He has been in 
the insurance business since 1930. 

R. T. Stevens was designated in the 
Insurance Exchange branch, Chicago. 
He was born in that city and attended 
University of Wisconsin and University 
of Chicago. Formerly he was associated 
with Great Lakes Mortgage Company, 
Chicago, as a mortgage solicitor. 

H. L. Thompson, assistant cashier of 
the Washington branch, has been ap- 
pointed cashier of the Providence 
branch. 





Manufacturers’ Ontario Shifts 


Manufacturers Life has appointed J. 
G. Allan, district manager at Windsor, 
to succeed H. C. Graham as branch 
manager at London, Ont. Mr. Graham 
has joined the R.C.A.F. W. K. Mc- 
Keown has been named district man- 
ager in Windsor. 





Nelson Makes Iowa Appointment 


An article stated that an “M. C. Dal- 
ton,’ Iowa manager of Equitable So- 
ciety, had appointed Roy L. Swarzman 
assistant agency manager. M. C. Nel- 
son of. Des Moines, the Iowa agency 
manager, said this came as a surprise 
to him, as he has been agency manager 
of Equitable for 30 years and state 
manager of Iowa for 17 years. The ap- 
pointment was made by him and the 





Harrison Succeeds Capt. Crofoot 








HARRISON 


Connecticut General Life has ap- 
pointed Blake B. Harrison as manager 
of the Washington, D. C., office. He 
will replace Capt. Jack F. Crofoot, who 
recently was called to active service with 
the army. 

Mr. Harrison, a graduate of Duke 
University, joined Connecticut General 


BLAKE B. 


JACK F. CROFOOT 


in 1928 as agent in North Carolina. 
Later he was group and claim repre- 
sentative in North Carolina and Virginia 
and group manager in New York City 
and Newark, then manager of group 
sales for four years at the home office. 
For the last year and a half he has been 
manager of the Charlotte, N. C., branch. 


correct name should have been M. C. 
Nelson. 





Austin Kelly Is Fidelity 
Mutual Manager in N. Y. 


The partnership of Kelly & Thomas, 
managers for Fidelity Mutual Life in 
greater New York is being terminated 
and effective Nov. 30, I. Austin Kelly 
will assume managership of the com- 
pany’s agency at 55 Liberty street, New 
York. Mr. Kelly became a partner with 
Herbert B. Thomas in April, this year. 

In 1933 Mr. Kelly joined Phoenix Mu- 
tual and made an outstanding record as 
a producer, becoming a life member of 
the Million Dollar Round Table. In 1940 
he joined Union Central and led that 
company in 1941 with a production of 
$1,300,000. 


Flanagan to Central of Ia. 


DES MOINES—John T. Flanagan, 
Jr., of St. Paul, who has made outstand- 
ing production records with the State 
Mutual Life, has been appointed gen- 
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eral agent in Minneapolis by the Cen- 
tral Life of Des Moines. 





Rhodes to Berkshire 


Robert P. Rhodes has been appointed 
assistant general agent for Berkshire 
Life in Baltimore. Mr. Rhodes started 
in life insurance as an agent with Pru- 
dential in 1922. He was promoted to 
district cashier and has held that post 
for 20 years. 


W. H. Crockett, group department 
manager of Travelers in Seattle has be- 
come a partner in the Perry Pierce 
agency there. 


R. E. Smith, formerly agency organ- 
izer in Seattle of Mutual Life, has been 
appointed manager of the life depart- 
ment of LaBow, Haynes Co., Seattle. 


Douglas Political Science Speaker 

NEW YORK—President Lewis W. 
Douglas of Mutual Life, who is acting 
as war shipping administrator, ad- 
dressed a meeting here of the Ameri- 
can Academy of Political Science on 
the necessity for unity of action among 
the United Nations. 





MY 





ON 


S 


MISTI WM AAA HH A- sys, SAS-GAOAG-G-_-_,j§j;PH§y§» 


Sow 


SWS 











Y 

Y 
Y 
Y, 
ZG 
Y 
Y 
Uy 
Yy 
Y 





Yy Yy 














HeNATIONAL UNDERWRITER 








AS SEEN FROM CHICAGO 


MANAGERS 





READJUSTMENTS ADVISABLE 


Some life offices that specialize on tax 
and estate programs, using life insurance 
at least as a partial solution of both 
problems, say that many who have pur- 
chased insurance in the last five years or 
sc and have had it dovetailed in with tax 
and estate requirements will be obliged 
in almost every instance to have a read- 
justed program. There are many more 
inquiries, now with the tax situation as it 
is, coming from well-to-do people try ing 
to ascertain what life insurance can do. 
Some agents say that the present situa- 
tion will demand a practical reconstruc- 
tion of programs that have been effective 
iu the past because the conditions now 
are different. 





N. Y. LIFE CEREMONIES CHANGED 


The ceremonies in connection with the 
presentation of diplomas to the 175 Chi- 
cago agents of New York Life that grad- 
uated in the company’s new educational 
training course have been postponed to 
Nov. 16. The presentations were to 
have been made at ceremonies Monday 
of this week but in view of the fact that 
a number of home office agency execu- 
tives of New York Life will be in Chi- 
cago the week of Nov. 16 for the meet- 
ing of the Research Bureau and Life 
Agency Officers, it was decided to con- 
duct the presentations at that time, so 
that the home office group could partici- 
pate. Those from the home office who 
will be on hand are Vice-presidents L. 
Seton Lindsay and G. M. Lovelace; 
Dudley Dowell, assistant vice-president; 
Raymond Johnson, superintendent of 
agencies, and Cameron Hurst, the in- 
structor. Inspector of Agencies Lloyd 
Lafot of Chicago will be in charge. 





MILLETT BEFORE SUPERVISORS 


The new 1942 revenue act and its ef- 
fect on life insurance was discussed be- 
fore the Life Agency Supervisors Club 
of Chicago by Paul F. Millett, Chicago 
tax attorney. 

The supervisors’ annual Christmas 
party for managers and general agents 
will be held Dec. 10. 


STAGGERED HOURS PROGRAM 


Although the Chicago office of the 
OCD has requested the fire and cas- 
ualty offices in the city to cooperate in 
the staggered hours program to be in- 
stituted along with gasoline rationing 
Dec. 1, the life insurance people have 
not as yet been approached in the mat- 
ter. In the fire and casualty field the 
OCD desires that the offices open 45 
minutes earlier than customary which 
would mean 8:15 for most of them. 


TO HOLD CHICAGO REGIONAL 


The second of the fall series of region- 
al meetings sponsored by the Chicago 
Association of Life Underwriters will 
be held Nov. 19. Speakers will be H. N. 
Kerr, Travelers, who will show the Bor- 
den & Busse film, “How to Make a Sales 
Presentation Stay Presented;” J. H. 
3rennan, Fidelity Mutual, association 
president, who will talk on “Wartime 
Service;’ ’ I. N. Nochumson, Metropoli- 
tan, “Mental Attitude;” R. W. De Pau, 
Jr., Prudential, “M otivation;” R. F. Em- 
pie, John Hancock, “Readjustment Can- 
vass,” and P. B. Hobbs, Equitable So- 
ciety, “Spirit of the Times.” J. M. Caff- 
rey, John Hancock, is chairman of the 
regionals. J. L. Driscoll, John Hancock, 
is in charge of the west side arrange- 
ments. 


LEO FINN JOINS FOWLER 


Leo Finn, for many years a leading 
producer of the Lustgarten agency of 
Equitable Society in Chicago, has be- 
come associated with the Fowler agency 
of New England Mutual in that city. 

Mr. Finn, in spite of the apparent dif- 
ficulties in that field, continues to write 
a large volume each year on La Salle 
street among investment bankers and 
brokers. His volume has consistently 


been over the half million mark. Mr. 
Finn believes that notwithstanding pen- 
sion trusts, tax and business cases, the 
best opportunity for him lies in the in- 
herent desire of men to protect their 
families. He has produced more than 
$8,000,000 in 15 years, and has averaged 


more than 100 cases annually. During 
two years his production exceeded 
$800,000. 


COFFIN SPEAKS IN CHICAGO 

V. B. Coffin, vice-president and super- 
intendent of agencies of Conecticut 
Mutual Life, will address a meeting of 
the Zimmerman agency at Chicago 
Nov. 16. Henry C. Hunken is general 
agent actively in charge while C. J. 
Zimmerman is in the service. This 
week, A. S. Potwin, attorney for the 
company, spoke on the 1942 tax bill and 
what effects it will have on pension 
trusts. 


LIFE LAWYERS MEETING 


Prof. Wendell Carnahan of Washing- 
ton University will discuss “Conflict of 
Laws in Life Insurance Cases” at a din- 
ner meeting of the Life Insurance 
Lawyers Club of Chicago, Nov. 16. 


NEW YORK 


USE WOMEN INVESTIGATORS 

Women are being used in increasing 
numbers by inspection companies as in- 
vestigators. Both Hooper-Holmes Bu- 
reau and Retail Credit Company have 
employed a considerable number over 
the last few months. Perhaps the great- 
est difficulty in employing women for 
this work generally is that they are 
unsuited for work on certain assign- 
ments and in certain territories. For ex- 
ample, women investigators are not sent 
into Harlem, the lower east side, Hobo- 
ken and the Erie basin section of Brook- 
lyn in the New York territory as a gen- 
eral rule. 

Women who have had some experi- 
ence in meeting the public are prefer- 
red over those who have had a desk or 
inside office job. They tire more easily 
than men and are not able to make as 
many reports per day as a man normally 
would. Those who are near normal 
weight are most efficient. On the aver- 
age, they probably have a better educa- 
tion than the average man would have 
and most of them have had college 
work. The best experience has been ob- 
tained with more mature women, from 
25 to 35, who are a few years older than 
men investigators would be when em- 
ployed. 

It is found they are a little slower 
than men in learning the ropes, but do 
their work well and follow instructions 
when they are carefully selected and 
trained. People have become accustomed 
to women in many kinds of work be- 
cause of the war and they are accepted 
as a matter of course. 











TRAYNOR LEAVES DEPARTMENT 


John P. Traynor, who has _ been 
deputy New York insurance superin- 
tendent for the past seven years, has 
been elected executive vice-president and 
a director of the Lawyers Title Corpor- 
ation of New York. He will serve as 
chief administrative officer of the cor- 
poration in the absence of Lieut. W. D. 
Flanders, the president, who is now in 
armed service. 





PARTICIPATES IN TAX INSTITUTE 


Samuel J. Foosaner, Newark attorney, 
chairman of the insurance section of the 
New Jersey State Bar Association, will 
participate in the Institute on Federal 
Taxation conducted by New York Uni- 
versity, starting Nov. 30. His topic will 
be “Estate Taxation of Life Insurance.” 


Eradicate Fear, 
Jamison Urges 


SAN FRANCISCO—Greatest handi- 
cap of life insurance today is the attitude 
of those in it—from managers and gen- 
eral agents to agents, J. H. Jamison, 
manager of field training of Northwest- 
ern Mutual Life, told the San Francisco 
general agents and managers. 

He charged the business with being 
afraid—afraid of conditions, prospects 
and the future. This fear, he said, is do- 
ing more to slow up recruiting and pro- 
duction than any other factor—and yet, 
he said, it may be natural under the cir- 
cumstances. 


Do Inspirational Reading 


His recipe for eradicating this feeling 
in the business is to avoid the man who 
says it can’t be done; seek the man who 
is doing a good job in the business; do 
more inspirational reading—ev en if some 
of it does seem “simple” and * ‘remember 
what it is we have to sell.” 

“The most important problem in the 
business today,” he said, “is what kind 
of a man is going out to interview the 
prospect. Is he afraid of his business 
and himself?” 

Forrest J. Curry, 
said he had called 


Penn Mutual Life, 
on a number of 


e 
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agency managers and general agents and 
had been alarmed over the discouraging 
atmosphere he found disintegrating most 
agencies. He reported he found the right 
attitude in only one agency—and its re- 
sults indicated the correctness of tnrs at- 
titude. Mr. Curry said it is time to erad- 
icate this psychological handicap from 
the business and to recreate an aggres- 
sive, positive program. 

H. Cassidy of the Pacific Mu- 
tual Life, president California Associa- 
tion of Life Underwriters, reported that 
the group had suggested only one legis- 
lative measure to the insurance depart- 
ment. This is a proposed bill to author- 
ize investment of guardianship funds in 
life insurance and annuities. He reported 
some dissatisfaction over the use of cer- 
tificates of convenience as now issued to 
new prospective agents by the depart- 
ment, on the ground that when the “con- 
venience” period is ended hundreds of 
holders failed to show up for the qualifi- 
cation examination, Many of these hold- 
ers, he said, apparently were never seri- 
ous about entering life insurance as a 
career but wrote only a few cases. 

Ernest A. Farrington, assistant man- 
ager of agencies of Provident Mutual 
Life, who is in temporary charge of its 
San Francisco rg following the res- 
ignation of Donald A. Hampton, was a 
guest. 


Women’s Market Stressed 
Corinne V. Loomis, manager of the 
women’s department of the Bobst, John- 
son & Wyatt agency of John Hancock, 
~~ 
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and Manager Fitzhugh Traylor of 
Equitable Society addressed the Boston 
Life Supervisors Club. Mr. Traylor de- 
clared the women’s purchasing market 
will increase and that the war, which 
will put more women in business, will 
find them remaining for careers. Women 
prefer to buy their life insurance from 
women, Mr. Traylor said. Miss Loomis 
said women as agents need men of vision 
and understanding to give them needed 
cooperation and that women are not 
competitors of men but more than the 
average loyal, conscientious and endur- 
ing complementors. 





Benson Views Woman Agent 


“What About Women Agents?” was 
the subject discussed at a meeting of 
the agencies committee of Pittsburgh 
Tuesday by Judd C. Benson, manager 
home office agency Union Central Life, 
Cincinnati. He was nominated for 
speaker by J. M. Holcombe, manager 
Sales Research Bureau, upon inquiry by 
the committee. The Supervisors Club 
joined in the meeting upon invitation. 


Milwaukee Cashiers Hear Stadler 


James Stadler, Lincoln National Life, 
spoke on “S.O.S.—Security or Servi- 
tude,” at the November meeting of the 
Milwaukee Life Insurance Cashiers As- 
sociation. Following his talk there was 
an informal discussion on “The War 





and Its Effects on Life Insurance 
Cashiers.” 
Urges Free Enterprise 

LOS ANGELES—W. C. Mullendore, 


vice-president Southern California Edi- 
son Company, and a trustee of the Mu- 
tual Life of New York, spoke to the 
Life Insurance Managers Association of 
Los Angeles on “Free Enterprise.” 


Toledo Cashiers Have Dinner 


The Toledo Association of Life Agency 
Cashiers held a special dinner meeting 
honoring Miss Christine Ludwig, presi- 
dent National Life Agency Cashiers As- 
sociation, who gave a talk. There was 
discussion of plans for the national and 
local associations. 

At a luncheon meeting Nov. 12, Mil- 
ton Sherman, general agent of Connec- 
ticut Mutual Life, spoke on “The His- 
tory of Life Insurance.” All cashiers, 
general agents and managers were in- 
vited. 





Cashiers in Minneapolis life agencies 
have taken steps to form an association. 
Miss Florence Axelson, 
is temporary chairman. 

The Columbus Life Agency Cashiers 
Association was addressed by Johnny 
Jones of the Columbus “Dispatch” staff. 
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Hiller Tells Possibilities 
in Stock Retirement Plan 


ST. PAUL—There are many small 
corporations that can be solicited for 
stock retirement insurance, Walter N. 
Hiller, Penn Mutual, Chicago, told St. 
Paul Life Underwriters, Inc. Assisted 
by Chester Jones, Massachusetts Mutual, 
Mr. Hiller put on a half-serious, half- 
amusing demonstration on how to sell 
this type of coverage. Saying that very 
few men can give a “canned” presenta- 
tion on stock retirement insurance, Mr. 
Hiller said the agent must first deter- 
mine if the corporation is a real pros- 
pect by checking its size, whether the 
principal stockholders are active in the 
business and if the stock is distributed 
among the stockholders with reasonable 
equality. Other questions to be con- 
sidered are the insurability of the stock- 
holders and whether the company is 
making enough money to go into such 
an insurance plan. 


Joint Meeting With C. L. U. 


This was a joint meeting of the as- 
sociation and the St. Paul C.LU. chap- 
ter, the latter sponsoring the program. 
Donald McLeran, chairman of the St. 
Paul chapter, awarded C.L.U. diplomas 
to Reuben Lackey, Mutual Life; E. P. 
Bragdon, Minnesota Mutual, and Bur- 
ton W. Bauernfeind, Prudential. 

President Mel Meyer of the under- 
writers association anounced a large gain 
in membership and introduced several of 
the new members. 





Minneapolis Has Procedure 
for Ironing Out Disputes 


MINNEAPOLIS — The Minneapolis 
Association of Life Underwriters has 
worked out a novel method of handling 
disputes that arise between member 
agencies, which functioned with entire 
satisfaction in the first matter that came 
up for adjustment. When a dispute de- 
velops, President Ellis Sherman ap- 
points an arbitration board of three, all 
past presidents of the association and 
entirely disinterested in the contro- 
versy. They hear the evidence, decide 
which agency is in the right and render 
their decision accordingly. In this way 
the association polices its own affairs, 
making it unnecessary to carry these 
minor matters to the insurance depart- 
ment for settlement. 

At the next meeting Nov. 19 Rev. 
F. D. Tyner will speak. 





State Life Underwriters 
Ass'n to Meet in N. Y. City 


NEW YORK—The New York State 
Life Underwriters Association will hold 
its fall meeting here Friday. It will be 
the first time that the association has 
met in New York City, the usual prac- 
tice being to hold the fall meeting at 
one of the smaller upstate member cities. 
It is expected that all 17 of the member 
local associations will send delegates. 

President James A. Fulton of Home 
Life of New York will be the speaker at 
the luncheon. 

The legislative situation is not materi- 
ally changed by the recent election, as 
far as life insurance is concerned. W. H. 
Hampton, chairman of the state senate’s 
insurance committee, was reelected as 
was Chairman Russell Wright of the as- 
sembly insurance committee. 





Council Is Formed in 
N. J. to Assist Officers 


NEWARK—tThe Life Underwriters 
Association of Northern New Jersey has 
organized a “life underwriters council,” 
one to be elected for each company. 
Industrial companies will be permitted 
two members, one for ordinary and the 
other industrial. The council will act 
in an advisory capacity to assist the 
executive committee in its plans for 1943 
but will have no vote. J. Stanley Dey 
has been elected second vice-president. 
He is also treasurer and will fill both 
positions until the annual meeting next 
June. 

At the meeting Nov. 16 in Newark, 
there will be a gala review of three war 
pictures, “America at War,’ “On the 
Fighting Front” and “On the Home 
Front.” Lieut. J. Douglas Gessford of 
the navy will talk. Members of the asso- 
ciation have invited their policyholders, 
wives, friends and centers of influence. 





Minnesota Institute and 
Sales Congress Planned 


MINNEAPOLIS—tThree major ideas 
make up the agenda for the second life 
insurance institute to be conducted at 
the University of Minnesota March 2-4 
under the sponsorship of the Minnesota 
Association of Life Underwriters. Dean 
Field, St. Paul, chairman of the institute 
committee, and Leon LaBounta, state 
president, announced that the institute 
would be predicated on the following 
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ideas, one of which will be covered each 
day: 

‘(1) If a life underwriter gains a bet- 
ter understanding of current economic, 
financial and social conditions, he can 
do a better job of applying life insurance 
to the needs of the men and women 
living in these conditions. 

(2) If he knows the forces which mo- 
tivate people to act, he can utilize these 
forces to aid in spreading the blanket of 
insurance protection. 

(3) If he learns what traits of his 
own personality make him more or less 
pleasing to his prospects, he can _ be- 
come more efficient and successful in 
his sales efforts. 

March 4, just after the institute, the 
annual sales congress will be held. 
Robert E. Shay, chairman, announces 
that the speakers will be W. J. H. 
Chittick, Manitoba manager of Manu- 
facturers’ Life; Don Ross, sales man- 
ager “Successful Farming”; Dean H. G. 
Harmon, president Drake University, 
and Grant Taggart, president National 
association. 


Chicago—More than 250 attended the 
first regional sales clinic held on the 
south side. John M. Caffrey, John Han- 
cock Mutual, presided. J. H. Brennan, 
Fidelity Mutual, president Chicago asso- 
ciation, outlined the group’s activities. 
Ira N. Nochumson, Metropolitan Life, 
gave a stimulating talk on mental atti- 
tude; R. W. De Pau, Jr., Prudential, 
urged selling through the heart to moti- 
vate prospects; and Philip B. Hobbs, 
Equitable Society, National association 
trustee, pointed out how life insurance 
fits into the spirit of the time, character- 
ized by thrift, brotherhood and immor- 
tality. Agents should capitalize on the 
nation’s thrift consciousness, stimulated 
by the sale of war bonds, Mr. Hobb’s de- 
clared. The brotherhood of man idea 
fostered by the United Nations is also 
characterized by life insurance which 
seeks protection for the individual by 
forming groups of policyholders who 
pool their resources against a common 
enemy. Just as the nation’s men in arms 
are fighting to preserve the immortality 
of the nation so are life agents striving 
to preserve the immortality of families. 

H. N. Kerr, Travelers, showed a mo- 
tion picture: “How to Make a Sales 
Presentation Stay Presented.” The next 
regional clinic will be held Nov. 19 at 
= Midwest Athletic Club on the west 
slide, 


Pittsburgh Branches — W. I. McLain, 
manager Guardian Life at Pittsburgh, 
will address the Butler, Pa., branch of 
the Pittsburgh association on “Chang- 
ing Markets,” Nov. 13. 

Don Parker, inspector of agencies New 
York Life at Pittsburgh, addressed the 
New Castle branch Thursday on “One 
Word Competition.” 

Hi. H. Linn, manager Prudential at 
Pittsburgh, spoke at the Beaver Valley 
branch at Rochester on “Opportunities 
Today for the Debit Man.” 


San Franciseo—The increasingly im- 
portant part that women life underwrit- 
ers can and should play in winning the 
war and winning the peace that follows 
was outlined by H. Kenneth Cassidy, 
general agent Pacific Mutual Life, before 
the women’s group. Mr. Cassidy, who 
is president of the California association, 
pointed out how women underwriters 
particularly can serve to maintain the 
morale of the people under present con- 


ditions, emphasizing the importance of 
their work in making possible the main- 
tenance of free enterprise and the pro- 
tection of the American home. 

R. Edwin Wood, manager of Phoenix 
Mutual Life, has been appointed chair- 
man of the sales congress committee. 
The congress will be held early next 
spring. 


Elmira, N. Y.—A. H. Neil, Jr., of the 
Victor A. Rynders general agency of Mu- 
tual Trust Life, spoke on “Current Day 
Prospecting” at the first fall meeting 
of the Elmira Life Underwriters Asso- 
ciation. Mr. Neil’s talk marks the sec- 
ond time that Mutual Trust’s Elmira 
agency has had a speaker on the asso- 
ciation’s program within a year. 

Peoria, Ill—Total sales and pledges 
of war bonds by life agents here have 
reached $2,500,000, representing princi- 
pally the regular payroll savings of 
20,652 employes of 315 firms, John H. 
Reno, chairman war bond sales commit- 
tee, announced. 

Nebraska—More than 500 life agents 
in Nebraska have been signed up as re- 
cruiters for the navy. As soon as Presi- 
dent L. W. Hummel has his machinery 
completely set up, they will start scour- 
ing their territories for eligible youths. 
Formal authority to engage in the work 
has been given by Lieut. R. J. Mahoney, 
in charge of navy recruiting in Nebraska 
and western Iowa, in the form of spe- 
cial appointments. Mr. Hummel will 
name a state committee to have direc- 
tion of the work and local committees 
will be set up in various areas. 

Columbus, 0.—Thomas W. Morris of 
the Columbus agency of Ohio State Life, 
spoke on “The Technic of Getting an 
Appointment by Telephone,” and Prof. 
H. R. Cotterman of Capital University on 
“Just Around the Corner,” at the an- 
nual seminar Wednesday. Jack Meeks, 
New England Mutual, spoke on “Mental 
Attitude Today.” Nelson Black, Phoenix 
Mutual, also spoke. 

Memphis, Tenn.—With members of the 
Quarter Million Dollar Roundtable as 
special guests the 37 association mem- 
bers now in service were honored with 
the presentation of a service scroll. 
Harry J. Shaffer, Union Central Life, 
Cincinnati, spoke. 

Oklahoma—President J. Hawley Wil- 
son, Massachusetts Mutual, has called a 
meeting of officers and directors in Ok- 
lahoma City Friday. 

Oklahoma City—The Keep Well cru- 
sade message was presented to nearly 
400 business men and women at the Fri- 
day Forum of the Chamber of Commerce. 
Kenneth Aldrich, Guardian Life, chair- 
man of the committee, was the speaker. 


Dallas—The new federal tax bill will 
be analyzed at a special meeting on Nov. 
16 sponsored by the newly created Life 
Trust Council of the association. Paul 
Jackson, Dallas attorney, will summarize 
the basic features of the new act and 
conduct a round table discussion. 

Toledo, O.—Weekly advanced sales- 
manship classes are being held each 
Friday evening with more than 75 at- 
tending, Harold O. Love, Detroit attorney 
and business insurance authority, will 
discuss “Partnership and Corporation 
Insurance” at the meeting this week. 

Akron, O.—Ray Hodges, Cincinnati, 
superintendent of agencies of Ohio Na- 
tional Life and former secretary of the 
National association, discussed, “If I 
Were Back in the Field” at the meeting 
Nov. 12. 

Buffalo, N. Y.—lIsaac S. Kibrick, lead- 
ing producer of New York Life, spoke at 
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a luncheon meeting on “Opportunities for 
Business Life Insurance for the Average 
Producer.” A report on the membership 
drive was given by C. C. Jones, chairman. 
More than 100 new members have been 
added since the drive began July 1. 
Hartford—The work of Connecticut 
life underwriters in selling War Bonds 
was praised by Thomas J. Burkinshaw, 
deputy in charge of payroll savings in 
Hartford, in behalf of the Treasury De- 
partment and war savings staff. 


Frank Alberts, president, announced 
that 150 members are volunteer war 
bond salesmen, 60 are in the armed 


forces and 125 others are engaged in 
various defense activities. 








Tax Equalization 
Measure Wins 
in California 


By a “yes” vote of 794,844 in the re- 
cent election California adopted the 
gross premiums tax equalization meas- 
ure which will revise the present plan 
of taxation by eliminating, except as to 
home office and principal office build- 
ings, the real estate “offset” companies 
have been allowed to deduct from their 
gross premiums tax due the state. This 
“offset,” which consists of taxes the 
companies pay the cities, counties and 
other local subdivisions on real estate 
owned by them, will be eliminated 
gradually over a five-year period except 
on home office and principal office build- 
ings. The measure also provides for a 
nominal annual reduction in the tax rate 
over the same five years, so that the 
rate will be reduced one quarter of 1 per- 
cent at the end of that time, from the 
present rate of 2.6 to 2.35 percent. 

The percentage of real estate tax de- 
ductible during the five-year adjustment 
period and the premium tax rate is as 
follows: 


% 
% of realestate Premium 
Year tax deductible tax rate 
EVIE, hos e<orajs emwiove ners < 55 
MOM e caus siete wusteens 55 2.5 
SIRE soon Siecle 35 2.45 
a rs » 26 2.4 
1) ES Seana 2.35 


California Presidents to 
Confer on Legislation 


SAN FRANCISCO—Presidents of 
four life companies domiciled in Cali- 
fornia will hold an informal conference 
here Nov. 13. Presidents in attendance 
with members of their staffs will be: Asa 
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V. Call, Pacific Mutual Life; O. J. Lacy, 
California-Western States Life; L. M. 
Giannini, Occidental Life; and Francis 
V. Keesling, West Coast Life. 

Because of his work as president of 
the Insurance Federation of California 
which places him in close touch with 
matters legislative-wise, Mr. Keesling is 
serving as an informal chairman of the 
group. 

It is expected considerable time will 
be devoted to the numerous legislative 
suggestions now before Commissioner 
Caminetti which will come up for formal 
discussion on Nov. 16. These proposals 
include: Revision of life agents’ licens- 
ing procedure which would eliminate the 
present requirement of licensing for in- 
dividual companies and follow along the 
lines of fire and casualty agents’ licens- 
ing, permitting representation of as 
many companies as desired under one 
license, but raising the present fee. An- 
other suggestion covers liberalization of 
group life and disability. 





Tax Courses in Los Angeles 


Paul Zerrahn, formerly of the sales 
staff of the Leon A. Soper agency of 
Phoenix Mutual Life, Los Angeles, and 
now consultant at the home office in 
estate planning and tax service, con- 
ducted a series of four study sessions in 
Los Angeles on “Estate Planning,” 
stressing the exemptions allowable un- 
der the new tax law. 





Lincoln National Los Angeles Rally 


Cecil F. Cross, vice-president and 
agency manager; Klingenberger, 
agency secretary and F. W. Gale, super- 
intendent of agencies of Lincoln Na- 
tional, conducted an agency meeting of 
the W. T. Sheppard agency in Los 
Angeles, followed by a luncheon. 





The Los Angeles branch of Manufac- 
turers Life is second in the United 
States division in percentage of allot- 
ment obtained thus far in 1942, with 
223.73 percent. It stands fifth in paid 
business for 1942. 


FRATERNALS 


Junior Order Councils 
Hold Annual Elections 


Omer C. Stubbs retired as Kentucky 
secretary of Junior Order United 
American Mechanics at the annual state 
council meeting, after more than 20 
years’ service in that post. His son 
William S. was elected his successor. 

The Georgia council elected J. D. 
Jackson state councilor and decided to 
hold the next annual meeting at Savan- 
nah in August, 1943. The Indiana coun- 
cil elected Roy Abrams state councilor. 
At the Kentucky council meeting, J. L. 
Wilmeth, national secretary, was a 
speaker. Jule W. Appel, Erlanger, was 
elected state councilor. The West Vir- 
ginia council elected Otis Harrison, 
Huntington, as state councilor and de- 
cided to meet next year in Parkersburg. 














Holds Policyholders’ Banquet 


More than 500 policyholders were 
guests of National Mutual Benefit at a 
banquet and _ entertainment at Sheboy- 
gan, Wis. This was one of a series of 
similar meetings held. Life insurance 
under wartime conditions was discussed 
by S. A. Oscar, Madison, secretary; E. 
W. Nelson, field manager; C San- 
derson, real estate investment division; 
Emil Schrameyer, Sheboygan district 
manager, and Theodore Dilling, Fond 
du Lac, advisory board member. It was 
learned Mr. Oscar Jan. 1 will become 
president of National Mutual Benefit. 





Give Ambulances to Army 


Two ambulances, each costing $1,800, 
were presented to the army by Western 
Bohemian Fraternal Association Mil- 
waukee lodges at a ceremony witnessed 
by 1,500 persons. J. V. Rompoti, presi- 
dent, and Milton Hromadka, secretary, 


attended from the head office at Cedar 
Rapids, Ia. 





Indiana Congress Meets 


The Indiana Fraternal Congress held 
its annual meeting at Indianapolis two 
days last week. Margaret Garrity, presi- 
dent presided. Mrs. May Beaver, Indian- 
apolis, is secretary. 





N. E. Congress Session Dec. 5 


The New England Fraternal Congress 
will hold its annual meeting Dec. 5 at 
Boston. Miss Mary Doyle, New Eng- 
land Order of Protection, is president 
and C. C. Fearing is secretary. 





Droege Is Field Manager 


W. L. Droege has been appointed 
field manager of Samaritan Life, Du- 
luth. He has had 25 years’ experience 
in life insurance selling. Mr. Droege will 
have supervision of agencies throughout 
the society’s jurisdiction. 


Dr. Howard E. Wiley, medical direc- 
tor of Maccabees, recently was elected 
a member of the Association of Life In- 
surance Medical Directors, the third fra- 
ternal medical director to be admitted 
in the history of the organization. He 
was appointed medical director only a 
year ago. 


~ AGENCY NEWS — 


Organization Celebrates 
Winning of Contest 
Seeing Football Game 


The Davenport agency, recent winners 
in the Equitable Life of Iowa’s football 
sales contest, celebrated at Iowa City 
where they saw the Iowa vs. Purdue 
game as guests of General Agent Newell 
C. Day. In a‘“round robin” ‘schedule 
covering five weeks, the Davenport 
agency won in a conference consisting 
of agencies from Kokomo, Ind., Chi- 
cago, Indianapolis, Wichita, Cedar 
Rapids, and Davenport. Thirty attended 








a luncheon preceding the game. Awards 
were presented to L. E. Barnes of Mt. 
Pleasant, W. E. Lowenberg of Ft. Madi- 
son, Wilbur McMains of Bloomfield, 
Don Howell of Columbus Junction, and 
J. P. Watson of Davenport. Van Pat- 
rick, sports announcer for WHBF, who 
handled the game for Mutual, was a 
special guest at the luncheon. The com- 
pany showed a 16.9 percent gain over 
last year in the same contest. The 
Davenport agency’s production approxi- 
mated $250,000 on a written, examined 
and settled for basis. The agency has 
ranked among the ten leaders for the 
last four months. 


Small Agency 50°, Ahead 


The Edgar R. Small agency of Lin- 
coln National at Peoria, IIl., in October, 
Dern month, in honor of A. L. Dern, 
vice-president in charge of agencies, ex- 
ceeded its quota by 50 percent. G. 
Kaemmerling, special agent, led with 
$40,000 production. 


St. Louis Agency 50 Years Old 


The St. Louis general agency of Pa- 
cific Mutual Life is observing its golden 
jubilee. It was started in 1892 and has 
been in continuous operation ever since. 
For the past five years the agency has 
been headed by Rex N. Rafferty as gen- 
eral agent. 











Clayton Mammel Honored 


Clayton Mammel, home office general 
agent of Farmers & Bankers Life, was 
honored by the company officers with 
a banquet in Wichita in recognition of 
his agency’s production of over $9,000,- 
000. He was presented a plaque signed 
by all the officers. All members of his 
2gency were honored guests. 





The Columbus office of Connecticut 
General Life has moved from the 10th 
floor of the Huntington National Bank 
building to the Ohio Federal Savings & 
Loan Association building. Fred M. Ex- 
line is agency manager. 





Write more accident business by sub- 
scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd.. 
Chicago. 





Phoenix Mutual Veterans Honored 








VERNON R. KNIGHT 

The Boston agency of Phoenix Mu- 
tual Life held a dual celebration in 
honor of the 40th anniversaries, of, Ver- 
non R. Knight and Winfield L. Nourse. 
October was designated as “Knight— 
Nourse” month by M. H. Warren, 
agency manager. 

Mr. Knight was cashier of the Bos- 
ton agency until 1927, when he trans- 
ferred to personal production. Since 


Ww. L. 


NOURSE 


that time, he has earned qualification 
for the quarter million club, and has 
frequently been listed among the annual 
production leaders. Mr. Nourse like- 
wise has spent his entire life insurance 
career with Phoenix Mutual. His com- 
pany field honors include several years 
of quarter million club membership and 
frequent. qualification for the annual 
premium leader listing. 


ACCIDENT 





Cloos Is President 
of N. Y. Club 


NEW YORK—F. G. Cloos, Metro- 
politan Life, was elected president of the 
Accident & Health Club of New York 
at its annual meeting, succeeding C. F. 
Demsey, Travelers. Vice-presidents are: 
N. E. Walter, Continental Casualty, ar- 
rangements; C. F. McLaughlin, United 
States Casualty, education; J. L. Scheu- 
ing, New Amsterdam Casualty, member- 
ship. E. E. Anderson, Commercial 
Travelers, is treasurer; Joseph San- 
zone, Ocean Accident, secretary, and 
W. F. O’Donnell, U. S. F. & G.,, as- 
sistant treasurer. R. W. Pope, Em- 
ployers Liability, past president, was 
nominations chairman. 

Mr. Demsey said the business is con- 
fronted with inimical legislation. He 
praised the work of J. R. Garrett, Na- 
tional Casualty, state chairman Insur- 
ance Economics Society. The club is 
sending Christmas gifts to the 31 mem- 
bers in armed services. Plans were dis- 
cussed for a Christmas party. 

The club’s $25 war bond prize which 
was awarded to the student making the 
best record in the accident and health 
course sponsored by the Insurance So- 
ciety of New York went to Miss Ruth 
Ballard, Mr. Demsey announced. 

Mr. Cloos, chief underwriter in the 
accident and health department of the 
Metropolitan Life since 1939 and with 
the company 20 years, previously was 
first vice-president of the club. He en- 
tered the business in 1910 with Metro- 
politan Casualty, being associated with 
S. M. LaMont, who later became vice- 
president of Metropolitan Life. Mr. 
Cloos after war service returned to 
Metropolitan Casualty and two years la- 
ter became associated with the J. D. 
Bookstaver agency of Travelers in New 
York, then with Metropolitan Life in 
1922. He was confined to his home with 
an attack of pleurisy and could not at- 
tend the annual meeting. 





No Title Idea Spreads 


DES MOINES—At a meeting here 
of Zone 4 insurance commissioners. a 
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general agreement was reached that in- 
surance companies should not be al- 
lowed to give titles to insurance poli- 
cies, with particular reference to 
accident and health policies. 

This action followed a recent ruling 
to this effect in Kansas. 





Use Income Tax Deductions 
as A. & H. Sales Approach 


An effective sales approach has been 
devised to cash in on the new income 
tax deduction provision for medical and 
dental expenses and accident and health 
premiums if they exceed 5 percent of 
one’s net income. The agent ap- 
proaches the prospect, explains the 
provisions, and then hands him a little 
folder in which he can record these de- 
ductible expenses. The prospect is ob- 
viously interested in methods of ef- 
fecting a savings on his income tax so 
it is easy for the agent to get a hear- 
ing. 

In concluding his explanation the 
agent points out that despite the tax 
savings if the prospect undergoes a long 
period of disability, the actual sum is 
insignificant as compared to the total 
medical and hospital expenses involved 
and that the prospect will be smart to 
give consideration to an accident and 
health plan which will take care of all 
his medical expenses. 

The sales approach has been printed 
in an easy to understand dialogue form 
by The Accident & Health Review, 175 
West Jackson boulevard, Chicago, which 
also has the income tax deduction fold- 
ers for sale. Samples will be sent on 
rcquest. 


Pink Depiores Apathetic 
Attitude Towards Non-Profit 
Medical Service Plans 


Although the non-profit hospital plans 
have met with phenomenal success, the 
response to the medical service plans 
has been extremely meager according to 
Superintendent Pink of New York who 
addressed the session on_ industrial 
health of the Long Island College of 
Medicine. Mr. Pink predicted that if 
the medical profession does not solve the 
problem through some cooperative effort, 
it will be met by government. Many 
public officials are making suggestions 
for legislation at Washington and in the 
states. If the medical men do not re- 
spond the procession will pass and they 
will have to follow along in the rear, he 
warns. 

Mr. Pink contended there is a great 
need for adequate medical service for 
those earning low income and from the 
preventive standpoint there is perhaps 
even greater need for the medical plan. 
Since the New York law was passed in 
1939 authorizing the organization of 
medical plans, seven such groups have 
been licensed but only two of them have 
issued more than 1,000 contracts. None 
of the plans in New York City have 
succeeded in making more than a poor 
start. At the end of 29 months the 
Utica hospital plan had obtained 20,000 
subscribers but the medical plan under 
the same management at the end of 29 
months had only 7,000. 

He said one reason the medical plan 
has not developed is that it is more 
costly and requires far greater sales- 
manship. The public apparently regards 
the comprehensive medical plan as some- 
thing of a luxury. Moreover the people 
do not as yet realize the necessity for 
preventive medicine. Also the medical 
fraternity is somewhat at fault, he said. 
The physicians have not devoted the 
time, energy, business acumen = and 
money that is necessary to put the plan 
across. 


Provisions for Reinstating 
Service Men Planned 


Companies writing non-cancellable ac- 
cident and health are working on a plan 
acceptable to insurance departments 
which will take care of the period when 
policyholders are in the armed services. 


Preliminary plans call for provisions for 
reinstating a policyholder after he re- 
turns from service either at his attained 
age or if he pays a small interim pre- 
mium to maintain his reserves while he 
is in service he can be reinstated at his 
original rate. 

Producers are anxious to have such a 
plan adopted as soon as possible as they 
are running into some sales resistance 
from men subject to draft, especially 
married men who are uncertain as to 
their draft status in view of the conflict- 
ing announcements by selective service 
officials. 





Claim Investigation Forum 
Is Held in Chicago 


A forum on claim investigation was 
conducted by the Chicago Claim Asso- 
ciation at its monthly dinner meeting 
Tuesday. Joseph Weir, Metropolitan 
Life, discussed accidental death claims; 
Robert Ganier, New York Life, took up 
medical history cases, and Ernest Adler, 
Mutual Life of New York, the investi- 
gation of total and permanent disabil- 
ity claims. 

Mr. Weir noted the difference be- 
tween direct and deflected cases, citing 
as direct examples a man jumping from 
a train and falling so that he was 
fatally injured, and a surgeon operat- 
ing and making a slip with the scal- 
pel which resulted in a cut artery and 
death. Deflected cases would be for 
the first man to jump from the train 
in the dark and strike platform under 
repairs which he did not know had been 
started, and the same surgeon perform- 
ing a precision job but striking a mis- 
placed artery. He concluded that sui- 
cides are the most difficult cases to 
prove. 

It is profitable to get all facts which 
may serve to disclose medical history, 
Mr. Ganier said. In doing so, it is wise 
not to go in like a man from _ police 
headquarters, but to be pleasant and 


casual, Hospital records should be se- 
cured, physicians interviewed, including 
those at the insured’s hotel, club, golf 


club, lodge, etc. Drugstores near the 
insureds, present and previous residence 
addresses should be canvassed. 

He especially took up cases of death 
claims which would be contestable be- 
cause of fraud or misrepresentation be- 
cause of failure to admit medical testi- 
mony which if admitted would have af- 
fected the outcome of the case. He sug- 
gested avoiding an interview with the 
beneficiary until the investigation is 
nearly completed. 

Mr. Adler recommended learning 
everything possible before interviewing 
the disability claimant. In such cases in 
court it is necessary for the company 
to prove the claimant could engage in 
some other gainful work. He said in- 
vestigators too often are prone to ac- 


cept surface indications as proof of 
total and permanent disability. In- 
a case he cited, the outstanding fact 


was a lack of any positive proof that 
the claimant could not do other work. 
Eventually it was proved he was get- 
ting around and doing contracting. The 
benefits then ceased. 

David G. Adams, president, 
the chair. 


was in 





Election Lessens Chance of 
Social Security Extension 


It is generally expected that Presi- 
dent Roosevelt will submit at the next 
session of Congress a proposal for ex- 
tending the benefits under the social 
security act, probably along the gen- 
eral line of the Elliot bill now pending 
in Congress, which proposes to provide 
disability and hospitalization benefits. 
However, accident and health men, who 
have been somewhat concerned over this 
situation, believe that the results of the 
election last week make it much less 
likely that any such program will be 
adopted. 

Political leaders in Washington, in- 
cluding some with a strong new deal 
trend, have quite generally interpreted 
the result of the election as indicating 


that the people want everything else 
subordinated to the war effort and favor 
the elimination of non-essential govern- 
mental activities. If this interpretation 
is correct, the prospects would seem to 
be very poor for an extension of the 
social security program. 


War Policy Sale Curbed 
SAN FRANCISCO—Great Northern 


Life has been reprimanded by Commis- 
sioner Caminetti and is prohibited from 
selling any civilian war accident poli- 
cies in California from Nov. 15 to June 
30, 1943. Mr. Caminetti’s order was 
based on a finding that Great Northern 
had paid or allowed commissions to an 
unlicensed newspaper on insurance writ- 
ten through the paper in California, in- 
cluding payment of commission to the 
newspaper in connection with a civilian 
war accident policy. Great Northern 
was represented by C. O. Pauley, sec- 
retary, and Robert R. Smith, northern 
California general agent, at the open 
hearing. 


Peoria Branch Well Ahead 


In the eighth week of an accident 
campaign, with the leading agent act- 
ing as manager pro tem, production in 
accident premiums for one week 
equaled the total accident production of 
the last four months of 1941, according 
to J. I. Thomason, manager of the life 





department of the Peoria, Ill., branch 
ot Travelers. This indicates, Mr. 
Thomason said, that accident business 
can and is being sold in large quanti- 
ties. 


A. & H. Week Trustees Named 


In view of the fact that the observ- 
ance of Accident & Health Insurance 
Week has been suspended for the dura- 
tion, the general committee in charge 
of the week has appointed as permanent 
trustees of the funds now on _ hand 
George Manzelmann, president North 
American Accident; George R. Kendall, 
president Washington National, and 
Harold R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference. 

The general committee will be con- 
tinued to consider possible promotion of 
publicity aspects of the accident and 
health business during wartime. 








Take Special Wartime Course 


Twenty agents in the Columbus, O., 
office of New York Life have enrolled 
in a special ten weeks’ course on life 
insurance under wartime conditions, 
conducted under direction of Emery F. 
Peabody of the home office educational 
staff. 
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Sales Ideas and Suggestions 


as a result of war conditions, although 
it is best for the underwriter not to 
advise them as a war measure but as 





Agent’s High Conception of 
Life Insurance and Its Service 


To an agent who wants to be suc- 
cessful in selling life insurance today, 
Sidney L. Wolkenberg, C. B. Knight 
agency Union Central Life, New York 
City, would probably ask, “Have you 
got your religion?’ In talking with 
Mr. Wolkenberg, one is impressed with 
his fine conception of the place life in- 
surance occupies in the personal and 
business life of the prospect and his 
family and the unique service an agent 
who is wholeheartedly and passionately 
in his work can give to them. 

In fact, Mr. Wolkenberg no longer 
thinks of himself as a mere life insur- 
ance salesman. In his work, he is 
looked upon as a friend and financial 
adviser. He has helped redraft wills, 
he has caused business agreements to be 
rewritten, and he has been called in by 
attorneys and accountants for consulta- 
tion. 


Two Practical Beliefs 


There are two practical beliefs in 
Mr. Wolkenberg’s philosophy of lite in- 
surance and they are illuminating in re- 
vealing his attitude toward his work. 
They are: A life insurance policy has 
no right to be sold unless it is going 
to stick, A life insurance policy should 
never be sold when a commission is 
the agent’s primary consideration. 

Mr. Wolkenberg is one of the young 
men who entered life insurance in the 
heart of the depression, 1933, who 
stuck with it and made a fine success. 
He is having his best year in 1942 and 
he has made an extraordinary persist- 
ency record. His annual production 
runs from $300,000 upwards and his 
average policy ranges from $12,000 to 
$15,000. In the past six years Mr. Wol- 
kenberg has written $1,600,000, of 
which only six cases for $75,000 have 
lapsed. 


Question Used Effectively 


“How much can you afford to pay 
per week or month for your life insur- 
ance?” is a question which Mr. Wol- 
kenberg uses effectively in his selling. 
How he developed this approach is in- 
teresting. In 1934 he called on a pros- 
pect who owned 11 policies, most all 
of them on a quarterly basis, and re- 
ceived 44 premium notices a year, with- 
out lapse notices. Mr. Wolkenberg 
knew that he was paying between 
$1,600 and $1,700 in premiums an- 
nually. The prospect remarked that he 
wished he could take care of his pre- 
miums simply by paying $200 a month. 
Mr. Wolkenberg took him up on this 
and agreed to take care of his pre- 
miums providing that he received $200 
every month. He _ subsequently has 
written $600 additional paid monthly 
premium on this prospect. Mr. Wol- 
kenberg opened a savings account in 
the prospect’s name and made the $200 


monthly deposits. He can make de- 
posits, but not withdrawals. When a 
premium is due, Mr. Wolkenberg 


makes out a withdrawal slip, mails it 
to the policyholder, and receives a 
check for the premium. The _ with- 
drawal slip is sent out a week or ten 
days before premium due date. The 
plan worked very well and Mr. Wol- 
kenberg has used it with other pros- 
pects. He now has about 60 of his pol- 
icyholders on this monthly plan, with 
a savings account for each. A number 
of the accounts approach $2,000. 
Although only a portion of his busi- 
ness is on this plan, Mr. Wolkenberg 
thinks of it as typical of the relations 
which should exist between the policy- 
holder and his life insurance adviser. 


This plan is only one of the things 
which Mr. Wolkenberg feels has helped 
him to become successful, but it is in- 
dicative of the professional relationship 
between agent and policyholder which 
he believes should prevail. 

If a policyholder is giving Mr. Wol- 
kenberg $50 a month, for example, he 
may call Mr. Wolkenberg up and ask 
him to increase his monthly deposit to 
$65, leaving the additional ‘coverage to 
his judgment. Mr. Wolkenberg stated 
that he never sells on a commission ba- 
sis; life insurance is purely a_ service 
business and the policyholder comes 
first, last, and always. 

Typical of the affection which he 
holds for his policyholders are the pic- 
tures of their children which cover the 
walls of Mr. Wolkenberg’s office. For 
many years, from the time he started 
in life insurance, he consistently fol- 
lowed the practice of circularizing the 
parents of children when paid birth no- 
tices appeared in the New York Times. 
He has discontinued his circularization 
work, however, since he is getting suff- 
cient names from reference and recom- 
mendation to give him all the people he 
is able to see. Mr. Wolkenberg has a 
number of people on his monthly or 
weekly payment plan to whom he has 
not sold a single policy, but they have 
such confidence in him that he has 


written considerable business on pros- 
pects who have been suggested to him 
by them. 

An interesting case came up over a 
year ago. A lawyer for whom Mr. 
Wolkenberg had set up a monthly pre- 
mium payment plan called him up and 
asked if he wouldn’t look over the life 
insurance of a client of his who needed 
help. He agreed to do so readily, and 
discovered that the man had originally 
owned $105,000 life insurance, but had 
borrowed heavily on the policies, which 
had been cut down to $78,000. The 
man had been in difficult financial cir- 
cumstances, but Mr. Wolkenberg ar- 
ranged for the refinancing of his debts, 
cutting down on the interest payments, 
and made an arrangement that if he re- 
ceived $40 a week, it would take care 
of his life insurance obligations, which 
he was able to maintain. Shortly after 
the man’s affairs had been straightened 
out, he died suddenly and his business 
which has turned out very profitably 
went to his son and son-in-law. Mr. 
Wolkenberg had been able to save the 
business for them. This case was used 
by the Institute of Life Insurance in 
one of its recent institutional advertise- 
ments. 

There is no universal rule which can 
be laid down to guarantee success auto- 
matically in life insurance, but when a 
man believes in himself and his product 
and goes out to his prospects with a 
sincere conviction of the unique advan- 
tages of life insurance for them, Mr. 
Wolkenberg believes that he should be 
a successful life insurance agent. 


Points to Check in Setting 
Up Trusts Outlined 


DETROIT — Under present condi- 
tions many life insurance trusts created 
for the purpose of protecting businesses 
are worthless for the purpose for which 
they were created, V. L. Desmond, trust 
officer Detroit Trust Company, told the 
Detroit C.L.U. chapter. 

In the selling of insurance trusts for 
business or partnership purposes, two 
main factors must be considered, Mr. 
Desmond pointed out. First, the mate- 
rial assets of the business, and second, 
the human assets. The trust insures 
primarily the human assets, but the ma- 
terial assets must also be provided for 
in the document. 


Must Have Information 


In approaching trust officers in refer- 
ence to life insurance trusts, too many 
underwriters lack the necessary infor- 
mation about the business or partner- 
ship to discuss the case intelligently, 
Mr. Desmond held. Many do not even 
know the first fact that must be taken 
into consideration—who is to pay the 
premiums, whether the individuals or 
the corporation or partnership. 

In partnership cases, often the prem- 
iums on the partners vary considerably 
because of differences in age or health. 
Then the problem arises as to whether 
the partners will pay their own prem- 
iums or pay each others. In one case, 
one partner was required to pay a 
premium of $200 while the other had to 
pay $800 for similar coverage. In this 
case the premiums were lumped and 
divided equally. Who got stuck? Ob- 
viously, one or the other did. From an 
actuarial standpoint, it is best in a case 
like this for each to pay the other’s 
premium, although it is often hard to 
convince the partners that such an ar- 
rangement is the most equitable for all 
concerned. 

From the sales standpoint, this ar- 
rangement is certainly not the easiest 
for the underwriter, so various arrange- 


ments have been worked out to bring 
about the same result but “sugar coat” 
it. For example, it can be arranged 
so that both partners pay the same 
amount but the difference is adjusted 
at the end, or maturity point, of the 
contract. 

Every underwriter working on a 
trust case should have in mind some 
plan in case one or more of the partners 
cannot get insurance, even on a sub- 
standard basis, for such contingencies 
often arise and usually the underwriter 
is completely nonplussed in such case. 
There are satisfactory means for work- 
ing out such a situation and these means 
should be canvassed and borne in mind 
when soliciting the case. 


Consider Cash in Bank | 


It should also be remembered that 
cash in the bank in the name of the 
partnership is already the joint property 
of the business and provision should be 
made to adjust this item when and if the 
trust matures. There have been cases 
where the instrument was so drawn that 
the surviving partner was obliged to 
buy back his own share of the cash in 
the bank in order to work out the agree- 
ment in accordance with its wording. So 
in order to determine the value of the 
business, undistributed profits must be 
eliminated. 

Determination of the true value of an 
interest in a business is one of the 
stumbling blocks in working out trusts. 
Some holeproof formula must be estab- 
lished to determine the value of the 
business when the trust agreement ma- 
tures. It is well to bear in mind the 
fact that if the ‘partners have difficulty 
now in agreeing on the value of their re- 
spective interests, how could the sur- 
viving partner or partners be expected 
to reach an agreement with the widow 
of a deceased partner? 

Certain problems in connection with 
life insurance trusts have been stressed 


necessary protection at all times. For 
example, there was a case in which three 
partners in a business died in the same 
accident. Who died first was hard to 
determine, and on this point hinged the 
working out of the agreement. Expen- 
sive litigation resulted. Such a conting- 
ency, which is more likely to happen in 
war time, of course, should have been 
provided for in the trust agreement. 

“Make sure that any trust agreement 
in which you are interested has some 
arrangement for continuation in case 
one or more partners are missing or 
presumed to be dead, without this fact 
being established, and make sure that 
the contingency of the death of two or 
more partners simultaneously or nearly 
so is cared for, “Mr. Desmond urged. 
“Make sure that if the insurance con- 
tains a war clause, there is some method 
provided for distribution should the in- 
surance not be paid. Make sure it con- 
tains some provision for liquidating the 
interest of a missing partner within a 
specified period. Make sure that it con- 
tains an arrangement so a partner leav- 
ing for military service leaves a power 
of attorney with a third person to carry 
on in his place. It goes without saying 
that such a provision is doubly neces- 
sary if the trust provides for unanimous 
agreement on periodic revaluations of 
the business or for agreement valuation 
in case of death.” 


Acquisition Cost a Factor 


_The fact that the government is defi- 
nitely interested in the acquisition cost 
of a partner’s interest in a business was 
brought out in Legallet vs. Commis- 
sioner. Two partners carried $25,000 on 
the life of each, originally payable to the 
surviving partner and the wives agreed 
to accept the $25,000 as first payment 
for the purchase of the interest of the 
deceased partner by the surviving part- 
ner. Later it was changed to make the 
insurance payable to the wife of the de- 
ceased partner in installments. Premi- 
ums were paid by the partnership. 

One partner died, the wife of the 
other received the $25,000 for the part- 
nership interest, and then the surviving 
partner sold a half interest in the busi- 
ness to a third party for $35,000. The 
question arose as to the cost basis to 
the survivor of the interest acquired 
from the deceased. The survivor con- 
tended that the $25,000 of life insurance 
was patt of his cost. The board of tax 
appeals denied the contention declaring 
that the $25,000 was not received by 
him but by the widow of the deceased 
and was not in fact paid to him by her. 
This case shows that it is necessary to 
so draw the trust that a constructive 
receipt by the surviving contracting 
party of the death proceeds of the life 
insurance will be accomplished. 


Must Go Through Probate 


It is necessary, also, to bear in mind 
the fact that one cannot transfer the in- 
surance in a trust case to the survivor 
without having the case go through 
probate, although this is sometimes at- 
tempted in trust agreements. The 
widow does not become the legal owner 
of the deceased partner’s interest until 
she is so declared by probate court, 
and therefore cannot sell or transfer the 
interest legally until that time. 

Every trust agreement provides for a 
course of action in case the value of the 
deceased’s interest increases between the 
time when agreement is drawn and the 
‘trust is administered but some fail to 
provide for the contingency of a shrink- 
age of assets. Such a thing can easily 
happen in case of a plant doing war 
work which might lose its war contract 
and then be denied priorities for other 
work. 

In checking existing agreements, it is 
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wise to make sure that the entire agree- 
ment will not be voided by failure to 
revalue the assets of the business. If 
an agreement provides that an agreed- 
upon revaluation must be accomplished 
at stipulated periods and it is not done, 
litigation may result. Such revaluation 
should be made as nearly automatic as 
possible. 

Many trust agreements, particularly 


those hestinii with stock retirement 
plans for closed corporations and part- 
nership agreements are recognized by 
attorneys as great breeders of litigation, 
and every possible contingency should 
be foreseen and provided against. It 
goes without stress that it is absolutely 
necessary to have such agreements 
drawn by competent attorneys familiar 
with this type of law practice. 





Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
its readers with important last minute policy and dividend 

changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





Bankers National 
Makes Changes 


The new retirement income policies of 
Bankers National have recently been ap- 
proved and are now being issued. The 
reserve basis on these new policies is 3 
percent. This contract continues to 
provide $10 monthly life income to 
males and $9 to females with 100 months 
guaranteed. Maturity cash values are: 
Age 55, $1,830; age 60, $1,647; age 65, 
$1,468. Premium rates for these policies 
are shown below. ; 

Because of the marked increase in 
sales of life insurance to women, Bank- 
ers National has liberalized its rules gov- 
erning the sale of non-medical to 
women. By agents who qualify, non- 
medical applications may be submitted 
on women up to and including age 45, 
married or unmarried, who are regularly 
employed in a gainful occupation. The 
maximum amount continues to be 
$2,500. 

‘A revision of the war exclusion rider 
now grants full coverage to members of 
the military and naval forces of the 
United States, regardless of the cause of 
death, during the time they are serving 
in the United States, Canada and New- 
foundland. This change is retroactive 
and covers all policies previously issued 
with a war rider. The provisions of the 
rider with reference to service outside 
the United States, and with reference to 
non-combatants or civilians, or aviation 
not otherwise provided for, are substan- 
tially unchanged. There is no change in 
the terms of either the disability or the 
accidental death benefit riders. 

r7~—Retirement Income—, 


atAge atAge atAge 
60 65 
$26.88 $22.10 
27.70 22.71 
28.56 23.36 
29.49 24.02 
30.44 24.73 
31.45 25.47 
32.50 26.23 
33.64 27.05 
34.82 27.91 
36.08 28.81 
37.42 29.76 
38.85 30.73 
40.37 $1.77 
42.01 32.87 
43.75 34.06 
45.63 35.31 
47.63 36.65 
49.80 38.09 
52.14 39.62 
54.68 41.25 
57.42 43.02 
60.41 44.91 
63.66 46.95 
67.23 49.13 
71.13 51.50 
75.43 54.06 
80.27 56.85 
85.66 59.87 
91.69 63.16 
98.47 66.77 
106.18 70.76 
at 75.23 
80.19 
85.74 
91.96 
99.00 








Cecil F. 
manager of agencies, and J. J. Klingen- 
berger, agency secretary, have just com- 
pleted a tour of the El Paso, San An- 
tonio and Dallas agencies of Lincoln 
National- Life. 


Cross, vice-president and 


Old Line, Wis., Is 
Entering Par Field; 


on 3% Reserve 


Old Line Life of Milwaukee has en- 
tered the participating field with a com- 
plete line of policies and adoption of a 
3 percent interest reserve basis on both 
par and nonpar. The guaranteed rate of 
interest is 2% percent on all insurance 
estate options except life income, which 
is 3 percent. All options are subject to 
interest dividends that may be declared. 
Interest on policy loans has been re- 
duced to 5 percent. 

Policy forms are revised and the pol- 
icy contract streamlined for easy read- 
ing and improved appearance. Total dis- 
ability and double indemnity riders fol- 
low the same pattern. Nonforfeiture 
values are printed in the policy. 

Options are simple, comprehensible 
and the same for both par and nonpar. 

The application form has been revised 
to eliminate the extra application re- 
quired for the war clause. 


Announced at Regionals 


In a series of all day regional meet- 
ings, there was introduced to the agency 
force a new ratebook and sales manual, 
with the news of the new participating 
forms and change to 3 percent reserve 
basis. Meetings were handled by Paul 
A. Parker, agency director, Roy C. Mil- 
lar, assistant agency director, and War- 
ren J. Moore, secretary. 

Secretary Moore told of the research, 
analyses and consultations that pre- 
ceded adoption of the new program. The 
changes were outlined by Messrs. Par- 
ker and Millar, followed by discussion. 

As the agents convention was can- 
celed in June, at a dinner closing the 
meetings recognition was given mem- 
bers who qualified for various clubs, 
and members of the Star Leaders Club 
were installed. 

Three new policies were added: Life 
paid up at 65, which replaces life paid 
up at 70; life paid up at 85, replacing 
life maturing at 85, and a double pro- 
tection to 65. Practically all forms are 
written both par and nonpar. 


John Hancock Makes 
Dividend Reduction 


John Hancock has adopted a new div- 
idend formula for ordinary policies in 
which the interest factor has been re- 
duced from 3.75 percent to 3.5 percent. 
The old factor had been maintained 
without change for six years. There also 
will be a reduction in interest factor in 
the formula for retirement annuity con- 
tracts. 

Dividends on group policies are not 
based upon an interest factor, and the 
present general formula will be contin- 
ued for 1943 with adjustments resulting 
from experience shown. The _ revised 
schedule of dividends for industrial poli- 








cies which was adopted last year will be 
continued for 1943. The new scale be- 
comes effective Jan. 1. 

The effect of the new formula is a de- 
crease of approximately 11.5 percent in 
the amount of dividend payments on 
ordinary policies for 1943. More than 
$24,000,000 is to be set aside by John 
Hancock for these dividends in 1943. 


President Cox Explains 


“The interest earnings,” President Cox 
stated, “due to the well-known decrease 
in interest rates on available invest- 
ments, which decrease is accentuated by 
the narrowing field of available invest- 
ments, except government bonds, at cur- 
rent low interest rates, are not at pres- 
ent sufficient to maintain a factor of 3.75 
percent. Increased taxation also de- 
pletes funds otherwise available for divi- 
dend distribution. Therefore, a new 
dividend formula has been adopted in 
which the interest factor has been re- 
duced to 3.5 percent. This is the princi- 
pal change and the only one which ma- 
terially affects the aggregate amount of 
dividends to be distributed.” 

A maximum interest rate of 3 percent 
will be allowed on funds held on deposit 
or retained under ordinary optional set- 
tlement provisions not involving life con- 
tingencies, and also on dividends lett on 
deposit, except under policies whose 
terms provide for a higher guaranteed 
rate of interest. Three percent hereto- 
fore has been paid on withdrawable and 
nonwithdrawable funds and dividends 
left to accumulate. 


Some Show Increase 


The percentage of reduction in divi- 
dends is relatively higher at longer du- 
rations, while for certain premium pay- 
ing policies issued on the 3 percent re- 
serve basis the new scale will result in 
slightly larger dividend distribution for 
the first two or three policy years. 

Dividends on paid up policies will be 
materially reduced, and also on contracts 
involving a higher investment factor. 

The older forms of ordinary premium 
paying policies issued on 3% percent re- 
serve basis will receive no excess inter 
est distribution and the dividends on 
these will continue on a level amount for 
policy duration. John Hancock’s new 
issue for a considerable time has been 
on 3 percent reserve. 





Aetna Life Is Continuing 
Present Dividend Scale 


Aetna Life is continuing the present 
dividend scale for dividends payable 
next year on participating policies is- 
sued prior to Oct. 1, 1942. The divi- 
dend scale for policies issued on and 
after Oct. 1, 1942, will be based upon 
the same interest, mortality and expense 
factors as used in computation of divi- 
dends for policies issued prior to that 
date. Since gross premiums were in- 
creased Oct. 1, dividends payable under 
new policies will be greater than cor- 
responding dividends payable under 
policies issued at the old rates. 

The rate of interest to be allowed in 
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It°s a Waldorf Policy 


Dividend Action for 1943 
Shown in Tabulation 





The following companies, in addition 
to those shown in the Nov. 6 issue of 
THE NATIONAL UNDERWRITER, have made 
early announcements of the scale of div- 
idends to be paid in 1943. In all cases, 
of course, these dividend computations 


are not guaranteed. 
Interest Paid on 
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Company Dividend 7 Pe, Ad 
Aetna Nochange 3.5 3.5 3.5 
Great-West No change 3.0 3.0 3.0 
John Hancock *11%%decr. 3.0 3.0 3.0 
National, Vt. *8% decr. 3.3 3.3 3.3 
Policyh. Nat. Nochange 3.5 3.5 3.5 
Wisconsin Life No change Guar. rate 

* Approximately. 

the participating department on pro- 


ceeds of policies left with the company 
for all payments falling due in 1943 and 
to be allowed on dividend accumula- 
tions will be 3 percent except where a 
higher rates is guaranteed, and 3 per- 
cent will be paid in the non-participat- 
ing department on funds held by the 





company except where a higher rate 

has been guaranteed. 

Equitable Life of Iowa 

Extends Non-Medical 
Equitable Life of Iowa, which has 


been issuing non-medical life insurance 
in rural territory and in towns and cities 
of less than 25,000 population, has now 
extended its non-medical plan to cities 
also. 

The rationing of tires and gasoline and 
other restrictions of transportation, to- 
gether with the continued induction of 
doctors into the armed services, has 
made it increasingly difficult for both 
urban and rural agents to secure medical 
examinations. 

The non-medical limits on men and 
unmarried women will remain at ages 10 
to 40, inclusive, for a limit of $4,500 
within a 12 months period and an aggre- 
gate amount of $6,000. Non-medical in- 
surance has been extended to married 
women for an aggregate limit of $2,500. 
As in the past non-medical insurance 
will not be issued on certain special pol- 
icies such as term, family income and 
mortgage redemption. 





Eastern Life Changes Jan. 1 


Eastern Life of New York Jan. 1 
will withdraw all annual premium and 
single premium child’s endowment poli- 
cies and 10 and 15 year endowments. 
As of the same date, the company is 
issuing its insurance annuity at age 55, 
ages 16 to 30, inclusive, and insurance 
with annuity at age 60, ages 16 to 35, 
inclusive. 





Much more for little more is an accepted 
Waldorf policy. You pay no premium 
for unusually large rooms, skillful ser- 
vice, the finest of food. Your comfort is 
assured at all times. Men in the insur- 
ance business find only one liability 
about The Waldorf. ..they are tempted 
to stay too long. 





THE WALDORF-ASTORIA 


PARK AVENUE : 49TH TO 50TH - NEW YORK 
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Revised 1942 Edition 


“Life Insurance and the Federal Tax Laws”’ 


Incorporating the Famous “FINDER SYSTEM”’ 
Exclusive with The Diamond Life Bulletins 








EASY TO USE 


Stop-watch tests have demonstrated that Life Insurance Tax questions can be answered more quickly through 

the “D. L. B. Finder System” in this booklet than is possible by any other method now in use. Atthesametime, | 

the treatment is comprehensive, concise, accurate and up-to-date. A convenient reference booklet as well as 
a valuable means of convincing a prospect that he needs more Clean-up Insurance. 
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This booklet contains: 


1. Complete topical Indexes, alphabetically arranged, covering 
practically any question relating to the taxation of Life Insur- 
ance under the Federal Estate, Income and Gift Tax Laws. 





2. A series of numbered questions and answers indicating in a 
paragraph the answer to your problem after you have located 
the problem in the Index. Each item in the Alphabetical Index 
refers to a specific numbered question and its answer. 


LIFE INSURANCE 


and the 


FEDERAL TAX LAWS 


3. Under each answer to every question are exact page references 
to the Tax Volume of the D. L. B. Sales Service where the 
pertinent text of the Law, Treasury Regulations, Rulings and 
Court Decisions bearing upon the particular question may be 
found. 


Advantages of this System: 


1. If nothing but the specific answer to a tax question is desired, 
it can be located by means of the Index and “Finder System” 
in less than half a minute. 


2. If, on the other hand, the Underwriter wishes further informa- 
tion he will find references to exactly the section of the Code 
or Regulations or to court decisions, enabling him to sub- 
stantiate by authorities the answer to every question given in 
this booklet. 


Uses of the booklet: 


1. For quick office reference. 

2. To answer a prospect’s tax questions. 

3. As supporting authority for your own statements in the inter- 
view. 

4. Asa means of building prestige for yourself as an expert Un- 

derwriter. 

As a good will gift to bankers, trust officers, attorneys, C.P.A.’s 

and prospects or clients. 

. As a guide for agency review on Tax Insurance problems. 


Including the famous 
“FINDER SYSTEM" 
of The Diamond 
Life Bulletins. 


1942 EDITION 








(Booklet 334” x 8144”—84 pages.) 


Prices: , 5. 
25 copies ...each .60 
50 copies ... “  .55 6 
100 copies... “ .50 


Single copy ...... 25 
5 copies ....each .70 
10 copies .... “ .65 


THE DIAMOND LIFE BULLETINS, 420 East Fourth Street, Cincinnati, Ohio 





NYLIC FOR AGENTS 


A Successful Agency 
Plan Since 1896 


Nylic for Agents, a system of benefhts for persistent and 
successtul agents, was started by the New York Life 
Insurance Company in 1896. The primary purposes 


of this special agency plan, commonly referred to as 


Nylic, are: 


to encourage men and women of ability and integrity to 


engage in selling life insurance as a life career; 


to offer the Company's agents an opportunity to qualify 
under the rules of Nylic for a monthly income, in 
addition to current commissions, payable in the third 
and subsequent years of an agent's membership in 


Nylic up to and including the twentieth year; 


to offer the agents an opportunity to earn the right to 
receive a monthly income for life after qualifying 


for 20 consecutive years under the rules of Nylic; 


to give the Company a corps of permanent agents and 
thereby to provide policyholders with greater continuity 


of personal service. 


All Nylic payments to an agent are determined 
by the volume, incidence and persistency of — his 
business in accordance with the terms of his Nylic 
agreement. An annual minimum volume must be 


produced. 


Nylic for slyents rewards and = cncourages increased 
length of service with the Company. During an agent s 
first 20 years in Nylic, his rate of compensation per 
$1,000 of insurance on which the Nylic monthly income 
is based, is increased at the end of 3 vears, 10 years 
and 15 years of continuous Nylic membership. After 
qualifying for 20 consecutive vears, the agent becomes 


a Senior Nylic and receives a monthly life income. 


Before he becomes a Senior Nylic an agent's mem- 
bership in .Vylic and qualification for Nylic payments 
are subject to his continuing in good standing under 
his agency contract with the Company, and his com- 
pliance with the rules and regulations of the Company. 
However, after he becomes a Senior Nylic he will receive 
regular monthly income checks for life, whether he has 
an agency contract with the Company or not, provided 
only that he does not enter the service of another life 
insurance company. Most Senior Nylics do have an 
agency contract with the Company and continue to 
write a substantial new business, thus increasing their 
incomes by first and renewal commissions on such 


business. 


There are now nearly 1,000 living Senior Nylics 
and the present average Senior Nylic income check is 
nearly $100 per month. The average age when agents 


become Senior Nylics has been about 5). 


With this special agency plan which promotes 
and rewards long continuity of service, New York Life 
agents have a unique incentive to render the best 


possible service to their clients. 


The experience of the Company with Nylic since 
1896 shows that it benefits all concerned—the agent 


and Company, the policvholder and beneficiary. 


It is not the purpose of this advertisement to describe all of the benefits, rules and conditions of 


"“Nylic for Agents.’ For complete information about the Nylic agreement now being made with 


newly appointed New York Life agents, see the Company's booklet entitled ““Nylic No. 3.” 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK, N. Y. 





